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Is JAZZ Going OUT 


Habits of the Mind Are Reflected In Dress 


By R. L. PRATHER 


study the signs of the times, can plainly note a 

wide swing of the pendulum, back, back to sanity. 
Back to more sound and safe ideas of living. Away 
from jazz and hilarity. Everything points to it. Ob- 
serve for yourself if you doubt these statements. Take 
a good steady look at things as they are—not as you 
imagine them. 

Next to driving one of the new Lady Lizzies what is 
the most popular sport today? Listening in on the 
radio. Ride around town and look at the roofs of houses 
—a forest of aerials and antennae. 

Where are the “folks” in the evenings? Right in the 
living room, listening to programs of music. Jazz 
music is passe. They tune out a jazz band mighty quick 
these days. It may astonish you to know that millions 
of letters are received daily by the stations asking for 
a repeat on some old-time song, old fiddler’s playing, or 
a group of popular melodies of the past. This old-time 
music is so old that it is new to the younger genera- 
tion and it is delightful to the ears of their elders. 

Sex stuff is out of the picture as far as movies are 
concerned. Movie fans pass up the theater showing on 
its display boards anything savoring of raciness or 
jazz. That is, the great majority does. There are 
still a few wild ones who want “it.” 

The flapper has quit flapping. High school girls 
vote solidly for simple raiment, such as middy blouse 
and plain skirt. Considerable gin is consumed by stu- 
dents in certain towns and neighborhoods but that, too, 
Is passing out. 

The sex novel, the dirty magazine, the suggestive and 
foul-smelling literature has had its day and news stands 
are barring it. 

You ask what all this has to do with the shoe busi- 
ness? A whole darned lot, brother, if you only take 
time to think it over. 


ig HOSE who keep an ear to the ground, or who 


Habits of mind are usually reflected in dress. A 
jazz-thinking public will dress jazzily. A racy-minded 
people will dress in a racy manner. When people begin 
to sober up and turn their minds to sanity and orderli- 
ness they will dress accordingly. 

Recently the writer stood in the doorway of a new 
boot shop talking with the proprietor. He was bewail- 
ing conditions and wondering why it was that his 
beautiful new store and his wonderfully beautiful new 
shoes did not get a better run of business. 

“Look,” he said, waving his hand. “Have you ever 
seen a more attractive store? Have you ever seen 
better styles and more colorful shoes? What on earth 
is the matter?” 

And, then the writer said to him: 

“Man, turn around and look the other way. Look at 
those people out there on the street. Look at their feet. 
See what they are wearing. Are they hobbling along on 
these stilts you call heels? You see about one in one 
hundred with high heels. 


ee OU see more staples than anything else. Classic 
shoes, moderate heels and toes. Black shoes most- 
ly. Kids in blacks, browns and tan shades are in the ma- 
jority. What price? Ten dollars the highest Average, 
eight. Here you have a store that is beautiful and 
attractive. But your windows scare them to death. 
You are showing every extreme that has been brought 
out this year. Your prices start at twelve and end at 
twenty to twenty-two. There are not enough jazz 
babies left in this town to take even one eighth of 
your wonderful window shoes. You are shooting over 
the heads of the mass of people. You are still in a 
mystic dreamland. 
“Come down to earth and get acquainted with the 
people of your town, and vicinity. Walk about and 
study feet on the sidewalks. There’s your market.” 
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Luster finishes in light 
colored leathers offer 
a real opportunity in 
the new run of sum- 
merish shoes for May 
and June selling. The 
surprise of the sum- 
mer season may be the 
bright reds, greens 
and blues now be- 
ing 80 generous- 
ly sampled 


EW pat- 
terns con- 
tinue to 
provide ingeniously 
contrived strap ef- 
fects on slippers and 


sandals. The next 
fashion interest in 
shoes is on_ those 


beautiful strap effects 
that show some touch 
of cleverness, some 
detail that shows that 
the maker is a crafts- 
man. It matters lit- 
tle what the touch of 


style may be, provided it is original in conception. 
The tendency of styles for May and June is toward 


La 


This sandal in patent, red, 
blue or green promises much. 





Open sides are of real fashion 
interest. Piping is desirable. 
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ricky Straps 
(ome 
Betore Sandals 


These Two Are Fashion’s Next Favorites 


The open shank with an intri- 
cate strap effect is good style. 
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gayety of line and 
color, with plain 
shoes, like pumps, in 
black and white for 
extra wear. 

In every woman’s 
wardrobe there should 


be style opposites. 
She has had her 
pumps and black 


shoes previous to 
Easter, and she bal- 
ances her footwear 
by cleverly contrived 
strap effects in the 
next period of style 


leading up to July first. She must have something new. 
Uses are the things that sell merchandise. 


Women 
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visualize a sufficient reason for parting with money in 
May and June for straps and sandals, which they readi- 
ly recognize as a need to go with the light and airier 
dresses that follow along. The same desire to possess 
new dresses makes a market for new shoes. Good mer- 
chandising widens the opportunity for selling straps 
py interesting more women to buy shoes when the fash- 
ion interest in footwear increases. 

The fundamental reason why straps will always be 
the outstanding footwear of late Spring and Summer 
is in the desire to lighten footwear and to open up 
shanks and sandal trims, and the only shoe that does 
that to perfection is the strap, or the gore-controlled, 
or buckle-adjusted shoe. The strap shoe allows the mer- 
chant to fit shoes up or down with greater ease than any 
other shoe, outside of the oxford, and oftentimes the 
fitting value is even better than the oxford because tops 
and ankles vary. The strap picks up the slack. 


TRAP patterns lend themselves to a wide variety of 
controls. The button and buttonhole is universal. 

This season we are seeing more light harness buckles 
and experimentation with gore adjustment and strap 
centers. The sleeve of goring around the back of the shoe 
is returning in shoemaking, due to the fact that as 
time goes on this method of control is more carefully 
made. 

When women wear print silks 
in varied colors, the place of the 
patent leather, satin or a white 
sandal increases. The most in- 
teresting period in fashion lies 
just ahead. The strap is re- 
turning for evening wear as a 
front effect and sometimes as a 
bracelet under the shank. 

The variety of straps possible 
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the rest of the costume, bright as the flowers and birds 
of the tropics, and naturally gay creations. This Flor- 
idian spirit is reflected also in the brightness of the 
sandals of sunproof cretonne, which are among the 
newest of the Winter’s offerings, and are enjoying a 
vogue in this land where Old Sol tests their lasting 
qualities to the limit. 


- NOTHER novelty is the shoe made of Panama 

cloth for both sport and dress wear. This ma- 
terial is woven under water, and for hot days furnishes 
a cool, light shoe that is well received, and will no doubt 
be decidedly in favor at the resorts next summer. The 
fabric is sometimes cleverly combined with leather in a 
little darker tone, each supplementing the other. In this 
case the kid bindings are continued and made to serve 
as a front strap. 

“Beach sandals match the parasols, of course, and 
the bags as well—gay as the occasion warrants, and 
then some—even to intrigue the imagination. Some of 
these are trimmed with worsted rosettes, while others 
have tiny ducks by way of variation matching those on 
the handles of the parasols. 

“For afternoon wear, the white shoe, with infinite 
variety of straps and cut-outs, is still a leader, even in 
competition with her much embroidered and painted 

sisters who are capable of tun- 
ing in on two gowns at the most. 
But for definite color scheme 
there are the kid pumps in the 
bright reds, greens and blues 
which are the ultimate in style 
and workmanship. 

“Some very artistic white 
shoes are punched in attractive 
designs with the strap as part of 
the pattern of the shoe, and cut 


The interest in straps 
for May and June is in- 
creased by some touch 


of cleverness 
adjustment. 


in strap 
We show a 


diversity of materials 
and newness of strap- 


ping. 
terials 


Contrasting ma- 
is an excellent 


practice. 


this season indicates a diversity of interest in strap 
lines. There will be high riding straps, ankle straps, 
waist-line straps, yoke-front and T-straps, as well as 
the straight sandal-front strap, so there is no limit to 
the possibilities of strap lines for this coming season. 

The BooT AND SHOE RECORDER’S fashion observer in 
the South has caught the last style impressions for the 
Southern season in the following: 

“Time was when shoes were one thing, while gowns, 
hats, parasols and purses were another; but in these 
days of tout ensemble, they are all a-tune, and the de- 
signers are kept busy matching their footwear to the 
glorious color tones of milady’s wardrobe, made up so 
largely at the present time of the printed silks and 
chiffons, crépes, satins, and even velvets, in a perfect 
medley of color. 

“First, we find kid shoes painted to harmonize with 


with it instead of being stitched on later. These white 
shoes are sometimes varied with a dash of bright colored 
leather, as well as black. The innumerable ways in 
which the latter are pleasingly contrasted are too di- 
versified to permit more than passing mention. 

“Patent leather lends itself to any number of grace- 
ful arrangements; it harmonizes well with other 
leathers, such as alligator, and, of course, can be used to 
good advantage with all colors.” 

There is practically no limit to the variety of patterns 
that can be produced in strap shoes and ever so slight 
a variation gives a new effect. All the old favorites can 
be played again, with just a slight change that will 
produce a new and pleasing shoe to place before the 
women in this new buying period. 
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Heads Up, Eyes Front 


OW is the time for every shoe store to put its 

best foot foremost for the Easter selling sea- 
son. No other consideration is of more moment 
than sales at retail right now. Somewhere the 
sun is shining; somewhere shoe sales are to be 
made. 

We would like to see every single shoe store in 
this country filled with a new optimism for shoe 
selling—every salesman on the floor swearing by 
his fitting stick that the shoes he has to offer are 
the best at the price and for the purpose. 

In a country as broad as ours there is unlimited 
opportunity for real salesmanship.~ Every indi- 
vidual contributes to the success of the store, be 
he ad writer, window display man, floor salesman, 
or bundle boy. This surely is the time for putting 
every bit of smiling effort into shoe selling, sell and 
repeat, for the next few weeks are dollar-harvest 
weeks. 


Somewhere Sales Sunshine 


HERE are other sides to the shoe picture. 

Somewhere the sun is shining. Somewhere 
money is being spent for footwear... What do you 
think of this story: 

No woman on Park Avenue, New York, 
would try to manage with less than 25 pairs 
of shoes, at a cost of from $35 to $250 a pair. 
Plain hose run around $8 a pair. In exclusive 
Park Avenue shops some hose are as much 
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as $50 a pair. A woman not long ago came 
home from Paris with one trunk in which she 
was carrying 700 pairs of hose at $7.50 a pair. 

For those who don’t know their New York thor- 
oughly, let it be said that today it has become the 
residential successor of Fifth Avenue. One apart- 
ment house alone boasts of sixty millionaires. The 
yearly expenditures along this street are listed at 
$280,000,000. 

This pretty picture of much money for foot cov- 
ering prompts us to revise Roger W. Babson’s 
axiom, “The most important economic rule for the 
business man to remember is that the sun of pros- 
perity is always shining on some section of the 
country, and on some industry.” We would add to 
it, “It is always shining on some customers, and 
on some stores where they trade.” 

Some stores are making good business in com- 
munities that were totally depressed. Some fac- 
tories are making big profits in districts that are 
dull. 

The next great forward movement in the sale of 
shoes will come through a study of the fashion 
uses of footwear, and the stimulation of trade with 
people who can think in terms of the desirability 
of possessing many pairs of shoes. 

If the banker can be taught to buy the quality 
of shoes in keeping with his income, and the rest 
of the world to buy shoes in keeping with their de- 
sires, there is promise of better days through more 
intelligent distribution. 


Speed and Change 


NE manufacturer found it necessary to wipe 
off his books all but eight of his former cus- 
tomers when he raised his price from $2.95 to 
$3.25. Today he is serving an entire new division 
of stores than those who bought shoes at $2.95 and 
expected to sell them at $4 and who could not make 
the grade at $3.25. That manufacturer is now 
running to capacity with a new set of customers 
paying $3.25 for $5 sellers. This complete change 
was made in two months. 

Will this be a great year for changing hands. 
Will it also be a great year for disappointments. A 
customer buying a shoe at $5 may be expecting 
former $5 values. She may be disappointed. 

Some one in the trade recently said that “women 
have lost all sense of values. It remains for man 
to be the only member of the family who knows 
values.” 

If a shoe looks good to a woman’s eye, and gives 
service for the short time that she takes pleasure 
in wearing it, she believes she has had her money’s 
worth. When some stores can repeat sales every 
three weeks to the same customers, the flash of a 
new style compensates for the value of materials. 
When girls who earn their own money buy an 
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extra pair of shoes because they have a “heavy 
date” some night, does it mean “eye value” or 
“foot value”? 

Once women stored up old shoes in closets to get 
the last possible day’s wear out of them. In many 
homes now there are no closets for dead storage. 
New times develop new ideas. Perhaps the men’s 
business would be helped some by the idea of speed 
that has been put into women’s apparel and foot- 
wear. 


Radio Advertising (?) 


ADIO entertainment, one of the modern boons 

to mankind, is in a fair way to defeat itself 
and bring it into dislike and ultimate state regu- 
lation. Commercialized stations with their so- 
called “sponsored programs,” “courtesy programs” 
and other disguises for advertising are becoming 
nuisances. 

No one wants to have an advertisement rammed 
down his throat. The public tunes in on the radio 
to get music, speeches, instructive and helpful 
things out of the air. But what an unfavorable 


reaction comes when, after listening for a moment 
to a choice piece of music, a harsh voice says: 
“Now, friends, if your hair is falling out—use So- 
and-So.” Or after hear- 
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Yes, one may tune them out. That is one remedy. 
But these small ones cluttering up the air with 
their din of advertising—so called—destroy recep- 
tion from the good stations. 

Public resentment will react against the adver- 
tiser. A distaste for their wares is certain to re- 
sult. It is our advice to RECORDER readers to be- 
ware the radio lure. Stick to the old reliable ad- 
vertising mediums. Greed and avarice defeat 
themselves, eventually. Let the radio advertiser 
consider well this fact—you cannot make a public 
accept an advertisement unless it is presented to 
them in a form that is pleasing and tactful. 


“You Don’t Tell Me” 


HOEVER prepares fashion dress charts used 

in men’s clothing stores deserves a “leather” 
medal. Expect to serve a customer who has read 
this dress chart and wants footwear for a wed- 
ding. The chart says, “Patent leather ties, plain 
toe, single lace of patent leather, or double lace of 
silk.” 

Try that double lace on your cash register, or 
this—for day wedding wear, “Black kid, white buck 
or light brown cloth button tops, patent leather or 
varnished lowers.” 

Yes, yes, goon. For 











ing the dulcet tones of ¢* i 
a singer there comes an 


urge from the station 
to eat more of a certain 
kind of breakfast fod- 
der or canned vita- 
mines. 

Certainly the radio 
station must find a way 
to pay expenses. No 
station can survive un- 
less it has some source 
of income. But the 
thing is being overdone, 
driven into the ground 
and broken off. Scores 
of small stations are be- 
ing set up for the pur- 
pose of making money 
out of advertising. 
Many of the older sta- 
tions have fallen for the 
commercialized stuff. It 
has been a source of 
surprise and consider- 
able resentment to hear 
one of the better sta- 
tions bringing in an ad- 
vertising program of 
some credit clothing 
concern or hair restorer. 


Lexicon.” 





before. 








The ‘Reason Why 


HESS BROS. 
Rockford, Illinois 


Kindly mail me a copy of your “Shoe and Leather 
Am enclosing stamps for same. 
booklet renders myself and department as much 
valuable aid as your weekly RecorDER, know that 
the boys and myself will be well satisfied. 

Yours truly, 


(Signed) 


* * # 
It is quite evident that Mr. Connor is ever striv- 
ing to learn more about the shoe business. 
Also that he wants his boys on the floor to be as 
up-to-the-minute as he is. 
Successful men that I know are reading and 
studying business literature today more than ever 


Knowledge is Solvency. 


Zuis a, 


BOOT AND SHOE RECORDER 





7 business wear “Black 
or brown lace shoes, 
plain toe tip, spats as 
above. Black or brown 
calf boots with white 
buck or tan canvas 
buttoned tops.” 

This isn’t advice for 
Timbuctoo, but for 
Americans in a dress 
chart for spring and 
summer 1928. 

We herewith offer 
ourselves, without spe- 
cial copyright or fee, to 
prepare any and all 
shoe dress charts that 
may be wanted in the 
future. If a shoe man 
should read this sort of 
stuff he might be in- 
clined to believe that 
the information on 
coats, trousers, hats 
and cravats might simi- 
larly be “‘off.”” There is 
no excuse for such mis- 
information, but it gets 
into print anyway. It 
is just plain silly. 


If this 


C. H. CONNOR, 
Mgr., Shoe Dept. 


President 
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The hinged step units shown 
above have a dual function to 
fulfill. Not only do they serve 
as the foundation for display 
shoes but they are equally effec- 
tive for background purposes. 
Notice how the shoes placed on 
the window floor are shown up 
in contrast to the low vertical 
walls behind them. Further- 
more, hosiery may be draped 
over these walls in carelessly 
artistic fashion. 


window trims, a number of which we have pictured 

recently, is that they lend themselves readily to the 

use of interchangeable display units—the cost of. which 

can be spread over as many different window trims as 
the ingenuity of the window designer can devise. 

Stop for a moment and examine the Lord and Taylor 


Ih Sirind another advantage of the modernistic note in 
a 


window shown above. Each flight of steps is composed 
of three units, in this case, joined by simple hinges: 
Each set of three can be placed in any position which 
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In this Lord and Taylor window, 
the designer has chosen to place 
his shoes on somewhat hexagonal 
shaped bases, as shown in the 
sketch to the left. These need 
not be hexagonal. On the oppo- 
site page are shown other sug- 
gestions. Equally effective 
would be the oval shape and al- 
most as effective would be the 
oblong. Or the thickness of the 
walls may be increased suffi- 
ciently to carry the shoe. 


the hinges permit, precisely as you can arrange the 
sections of a folding screen in many different ways. 

The hinges are not absolutely necessary. If they 
are removed, then the possibilities for variation are in- 
creased again, for they can be used singly, in pairs or 
in triplicate, as they are here. 

Consider the boxes for another moment. The ones 
used in the Lord and Taylor window are made up of 
columnar units, four compartments to the column, one 
above the other. This permits of the use of any or all 
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Over 
and 
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Over Agal 


Step Arrangement Can Be Varied; Compartments 
Can Be Used Separately or in Changing 
Groups; New Colors Eastly Applied 
and Initial Cost Distributed 


of these units in any arrangement which may suggest 
itself. ; 
Then consider, also, the possibilities of still more 








These suggestions show 
clearly how simple it is to 
have an effective series of 
window trims, provided always 
that your units have been 
chosen with an eye to the di- 
mensions of your own window. 
Huge units will not be effec- 
tive in a small space. In win- 
dows with no or only a low 
back wall, sometimes a tall 
three-way screen can be made 
to serve as a background. 


variety by having as units not a column of compart- 
ments but individual compartments. 

Some of these possible arrangements are suggested 
in the sketch appearing in the lower right-hand corner 
of this page. Pyramids of differing base lengths could 
be built, the width and height accommodating them- 
selves to the width and height of the window or to the 
amount of window space available for this particular 
portion of the display. 

The boxes could be placed close together and a solid 
pyramid built. They could be built in pyramid form 
with sufficient space between the units to permit of 
shoes in the spaces. They could be built to form corner 
units, also as shown in the sketch. 

Take the question of color. These units can be lac- 
quered and re-lacquered, painted and repainted, almost 
any number of times. And what about the back walls 
of the unit boxes or compartments. In the Lord and 
Taylor window they appear to be of tapestry or tapestry 
designed wall paper. This, too, could be changed at 
will. 

With a design of this kind the possibilities are so 
tremendous in number and so inexpensive of achieve- 
ment as to make them highly practical for any store. 
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Pick a 





\ Advertising Theme 


OW to 

make 

oneself 
heard above 
the din of the 
radio, the roar 
of the air- 

plane motor 
a and the hum 

of conversa- 
tion relating 
to all these 
ultra - modern 
luxuries is a 
thing which 
merchants in 
the shoe busi- 
ness are think- 
ing over very 
seriously now- 
adays. 

It takes a 
stout heart 
and a persist- 
ent nature to 
get a word in 
edgewise on 
the things that used to be leading topics of interest. 
But the demand for beauty and personal adornment 
is there in doubled and redoubled volume following 
in the wake of a tremendous surge for newer and 
better and more things to do, to see, to hear, to eat. 

For instance, in 1900 one woman in about 250 
owned a pair of silk stockings. Today there are prob- 
ably five pairs for every woman and girl baby in the 
country. The output of silk stockings has jumped 
from a 12,000 dozen pairs twenty-five years ago to 
more than 22,000,000 dozen pairs. The cosmetic in- 
dustry in the last ten years has increased more than_ 
600 per cent. 

But look at the advertising in both these industries. 
There’s nothing new about hosiery and they say lip- 
sticks are found regularly, wrapped up with female 
Egyptian mummies. Yet after thousands of years of 
use these articles jump ahead at the same rate of 
speed with which the demand for automobiles travels. 

Every woman is thinking of new clothes. She’s 
thinking of what to get, how much she can spend for 
them, and where she ought to buy them. And those 
are the things for the merchant to help her decide. 
She isn’t going directly into the first shop she comes 
to and purchase what she wants. She doesn’t know 
exactly and if she did, she wouldn’t anyway. 

There are a good many influences at work molding 
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For One with a quit’ 
tor nice things 
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No. 1. Introducing the argument. 


1 ‘her judgment and desire, and this is the very time 


when advertising gets in its profitable work. 
The individual or lone advertisement has no place 
in this scheme. It’s like the squeak of a. rabbit as 





Stick to It and You'll 


‘Be fits 


against the roar of the lion. It doesn’t work. Take 
a series of advertisements and each one will double 
the value of the other. 

Summing up the cumulative value of consistent ad- 
vertising it is something like this: 

Advertisement No. 1 catches the interest if it car- 
ries an interesting promise of style and value, but 
sells mainly to the woman who has previously bought 
shoes of you and who is a steady customer. To others 
it is just interesting for the moment and then is for- 
gotten unless the reader should happen to pass the 
store within a few hours after reading the advertise- 
ment. 


DVERTISEMENT No. 2, if entirely unrelated to 

the first one will begin again at the beginning 
and do just as the first. It will not add an impression 
on the mind in exactly the same place as the other, thus 
making the impression deeper. If related in copy or 
design or idea it will kindle a little more easily the 
interest shown in the first one and in many cases this 
is all that is necessary to get desire working. This 
advertisement gives the reader a better chance to be- 
come acquainted with the styles. 

Advertisement No. 3. This advertisement, if fur- 
thering the idea set forth in the first and second, 
completes the introduction to the new styles. Either 
the idea or the price or the styles shown in these ads 
has become a sort of basis for comparison in looking 
at other shoes. It is quite natural that a person see- 
ing this ad will begin to ask others if they have seen 
the shoes being advertised. 

Advertisements following these will gain all the 
benefits of all the impressions created in the preced- 
ing ones. The fourth advertisement will serve as re- 
minder in many cases to those who have meant to buy 
at one’s shop and who needed just this further urge 
to do it. From here on the merchant becomes what 
is known as a “consistent advertiser who keeps right 
on advertising and who somehow (7?) gets the busi- 
ness.” 

Every woman is her own “stylist” these days. That 
means she needs constructive suggestions from those 
of whom she buys her apparel. The keynote of the 
mode is the ensemble. That is well enough known to 
have advertising value and that is the theme accepted 
in these advertisements. 

The copy for the advertisement entitled “Ensemble 
Shoes—For One with a ‘Gift’ for Nice Things,” would 
carry this copy as a general “story.” 

“Spring shoes in the ‘ensemble.’ It means some- 
thing you have always wanted—each pair of shoe: 
to mean as much to you in beauty as your pretties? 
frock. 

“If you will tell us what you are going to wear. 
we will help you to a selection of the right kind o/ 
shoes. Here you will get the latest advices fro 
leading colorists for. we have. selected each styl 
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The Repetition of an 
Idea in a Series of 


eAdvertisements I s Just 





as Important as the 
(ontinuity of the -Ad- 
vertising Itself. 
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with certain gowns in mind. Small patterned 

prints call for a certain shade of leather; crepe 

frocks of flowery design call for another. 

“It is fun picking shoes here. It is so easy to 
be individual, and that is the style story for spring. 
A ‘gift’ for nice shoes is partly in knowing where 
they may be had.” 

The copy for advertisement No. 2 as laid out here, 
entitled, “Ensemble Shoes—The Kind Women Like,” is 
as follows: 

“Your hat—your scarf—your SHOES must be a 
part of your costume this spring. That is why we 
speak to you of ENSEMBLE SHOES. It means 








No. 3. Clinching the argument. 


we have followed the predictions of style authori- 
ties in dress and now have colors and patterns to 
match the very frocks which have captured your 
fancy. 

“Spring.is a most tantalizing time. There are 
so many beautiful things to wear—higher waist- 
lines, scallops, fuller skirts, engaging patterns all 
tend to divert one from thinking of the costume as 
a whole. NOW is the time to think of shoes in 
their relation to their uses and their appropriate- 
ness to the other parts of your wardrobe. Let us 
make suggestions in this most important article of 
dress.” 


R the advertisement numbered “3” use this copy. 

The title is, “With Your Type in Mind.” 
Here is the idea to be set forth in this one. “Have 
you seen our Spring Shoes? Do you wonder what shoe 
will go well with such and such a gown? 


“That is the question we are answering for wom- 
en these days when Dame Fashion has given every 
woman the absolute freedom of making her own 
color combinations in dress. 

“Styles have bloomed as in a fairy flower garden. 
Some women have made the mistake of buying 
their costumes in separate units, but not those who 
have caught the full meaning of our style note 
sounded in our advertising weeks ago. 

“If you are buying a hat—think of your shoes. 
If you are buying a bag—think of your hat and 
shoes. If you are buying a gown—think of the 
proper hat and bag and shoes to go with it. 

“And that is where our service to you counts. 
We have most of spring’s most alluring models, and 
we'll help you to a selection that you will enjoy 
every time you wear it.” 


It takes copy to put over an idea. This season 


offers some concrete selling talk in the “ensemble.” 
Women have been warned by all the fashion authori- 
ties to beware of the error of selecting any article 
of wear just because it is pretty in itself. The mer- 
chant, if he picks up this thread, will weave for him- 
self a pretty pattern of sales on spring’s ledger—as 
No. 2. Driving the argument home. pretty and promising as the variety of styles. 
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Why Not TALK oem 





Into Paying 


Clever Ways In Which the Telephone Can Be Used 


66 O you have any trouble collecting your overdue 

OF ) sezounts?” I asked a shoe retailer recently. 

“Well, not much,” he replied, smiling sagely 
all the while. “You see, I’ve got a regular and per- 
sistent follow-up system. When an account is overdue 
and the debtor seems to be making no effort to pay up, 
along about the third statement sent out I get busy on 
the telephone and find out what the trouble is about 
paying that bill. They usually give some excuse or 
other, but generally wind up by promising to mail a 
check or to drop into the store with the cash. 

“If neither event happens, as promised and on sched- 
uled time, I get busy and burn up the wires again. Of 
course, this is all done in a friendly vein, but I find 
that persistence of this type wins out every time. I 
seldom come to blows with my debtors about the bills 
they owe the store.” 

“Then do you really find the telephone call faster and 
more economical than a bill collector?” I asked. 

“Well, one woman at the 
telephone can call up as many 
people in a day and get about | 
as good results as three or 





to Collect Overdue Accounts 


By FRED E. KUNKEL 


good idea, but I was skeptical about the difference in 


cost. “Never figured that out,” he said. “I only figure 
on getting results—bringing in cash on those overdue 
accounts, and getting them settled. Cost is imma- 
terial,” he continued, “unless it is final cost, which is 
court costs and expenses, and that’s frequently too ex- 
pensive.” 

Certainly, at this point I was willing to concede that 
using the telephone was a most effective way of bring- 
ing home the bacon, for next to meeting a man face to 
face and asking him for payment or gently reminding 
him of his delinquency, it gets a better man-to-man 
contact, and forms an actual talking basis, which gives 
you something to work on. 


OU can send out letters and statements and dunn- 

ing epistles, and a man can ignore them, but when 
you get face to face with him on the telephone, he’s got 
to come across with something tangible. 

The advantages of tele- 
phone collections might there- 
fore be summed up as follows: 
1—It saves Time, because it 








four collectors can in two h 7 ‘ brings quicker results; 
~ é Z 10R ’ 

days. Besides, a_ collector Ti y W ant to ” 2—It saves Money, because it 

often has dificulty in finding forchants ask ux where to buy svocs and || Sxtzacts checks ‘mo: 

wife may not answer the ny M ce ene cumgnane r this . ee debtors ; 

door bell. But no one can oe a 38—It is more definite and 


outguess the ring of the tele- 
phone.” 

“But is it cheaper than the 
ordinary collection letter?” I 
asked. 

“In comparison with the to 
personal letter, the telephone 
call has many peculiar advan- 
tages, the greatest of which 
is personal contact with the 
debtor. While you can’t see 
them face to face, you can 
talk as if they were right in ataads par 3 
front of you—sometimes to 
even better advantage than if 
you actually faced them.” 

Better and faster collections 
by telephone than by letter or 
collector struck me as a pretty 


H-1123 
H-1124 


women’s 


Mass. 


H-1122 Wants flower wreaths for window. 
\ Wants men’s and women’s rid nz boots. 


H-1125 Wants women’s cheap patent sandals. 
H-1126 Wants women’s novelty McKays, retail $5 


H-1127 Wants women’s sport oxfords with crepe 
rubber soles and heels. 

H-1128 Wants shoes to retail not over $3. 

H-1129 Wants men’s union made work shoes to 
retail $5 to $6.50. 

H-1130 Wants satin and velvet cloths. 

novelties 


Interested parties may have names on re- 
quest to Information Department, Boot 
and Shoe Recorder, 207 South St., Boston, 





certain, because it exacts 
promises to pay; 

4—It is more effective gener- 

ally, because the sum 
total of net results is 
better; 
5—It permits of personal con- 
tact with the debtor, 
which has a psychological 
influence on his _ subse- 
quent behavior in bil 
$4 paying. 

It all comes down to a mat- 
ter of fact business-way of 
using the telephone at the 
proper time and in the proper 
manner. Telephoning a debtor 
requires superb tact, how- 
ever, so as not to develop 








to retail 
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sores and boils. A blunt approach is never effective. 
The treatment must be of the silk-gloved type. In fact, 
the treatment must be as diversified as human nature 
itself. Every account may require the employment of 
different tactics. But tact is the final answer to the 
telephone conversation, for a courteous attitude only 
costs a bit of effort, whereas discourtesy may cost the 
loss of a valued customer. 

“The trouble with most men is that they have vinegar 
in their veins, when an account boils over,” says this 
shoe retailer. “They can’t distinguish between slow- 
pays and dead-beats, so they apply the same remedy as 
a cure-all. My method sifts out the slow-pays from the 
dead-beats, for the fellow that finally does not answer 
the phone is the man who intends to beat me out of 
my money, or else put me to the expense of a lawsuit. 

“So long as the debtor keeps on answering the tele- 
phone and makes promises or partial payments, I know 
he is honest and all right. I will even sell him more 
merchandise. But when the customer gets evasive I 
clamp the lid down on him. I write a letter the same 
day and send it special delivery, with return receipt, 
telling the facts of the telephone results, that no answer 
is made and no promise is kept, and that if a check 
does not come in within the next two days I will turn 
the account over to my lawyer for immediate suit, 
without any further parley, and that the next thing 
the customer will get will be a court summons. 


OTHER thing, I never let an account grow whis- 
kers. At the end of each month I send out my bill 
of purchases for the month. The second month another 
statement goes out, with a typewritten statement 
across the face ‘Can’t you please pay something on this 
— if not all of it right away?’ or ‘ I would greatly appre- 
ciate your giving this bill your early attention,’ or some 
other friendly approach; never a blunt ‘Please remit’ or 
‘Kindly send check,’ because I found that some people 
didn’t like that. It sounded too much like a command 
or an order. They liked to be coaxed, reasoned with, 
and not forced to pay by compulsion or threat. So I 
always try to make it friendly, yet insistent. And if 
this gets no response, and the third monthly statement 
comes into my hands, I don’t mail it out—no, sir! I 
pick up the telephone and talk it out. 
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“All you have to do with slow-pay accounts is to keep 
continually and eternally after them in a friendly vein 
until they are paid up in full. I have learned that these 
kind of debtors always pay their most insistent cred- 
itors first. So I am persistent, consistent and insistent. 
But my conversations are always tempered with mild- 
scented tact, and I find that this method invariably gets 
the desired results. 


ss J ALWAYS figure that those who have sufficient hon- 

esty will pay their bills eventually, if not sooner. 
All of these slow-pays have potential sales possibilities 
for the future. I intend to be in business a long, long 
while, so I figure there is no use scratching them from 
the ledger simply because they are a little slow in pay- 
ing or don’t pay as promptly as I would like to have 
them. 

“There may be some reasonable excuse. So I find out 
first if there is. It costs something to get good cus- 
tomers on the books, so I keep them there until I am 
satisfied they are no longer entitled to credit. 

“If I can get a customer to explain the delinquency, 
I’ve got a stranglehold not only on his future business 
but also on his pocketbook, for I maintain his friend- 
ship thereafter by diplomatic forebodence. I get the 
money eventually anyhow, if not sooner than I would 
otherwise, and by keeping constantly after those over- 
due accounts and knowing each customer personally in 
this way and then handling them so adroitly that they 
cannot take offense, they will not only pay up but be- 
come good pay customers afterward.” 

The sum and substance of the telephone system 
might, therefore, be said to consist of the element of 
frequent and periodic personal contact. Conversation 
can be made much more forceful than in a letter if 
need be, and you can insist on a definite promise as to 
when payment will be made if it becomes necessary, 
whereas a letter reply so often merely states that pay- 
ment will be made soon or on such and such a date, 
after which the delinquent promptly forgets his bill and 
his promise. 

It is also obvious that a letter cannot demand the 
same personal attention that a telephone conversation 
can command. The intimate personal contact often en- 
ables you to understand your customers better. 





The Trend of Hide Prices 
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George W. Baker, the Fourth of 
His Line to Follow the Craft ee 

of ‘Fine Shoemaking, Will 

Continue His Fath- 


9 —" 
ers Policies 


was young and King Edward was the boy Prince 

of Wales, there was a Baker who made shoes 
for the British royal family. They were good shoes, 
too, as can be seen in a pair of uppers made for the 
famous queen and which are now in the possession of 
George W. Baker, great-grandson of the bootmaker to 
her Royal Highness and head of the George W. Baker 
Shoe Co. since the recent death of his father, George 
W. Baker, Sr. The son of this 19th century London 
shoemaker, also a shoemaker and the grandfather of 
the present head of the house, came to this country 
and, after following his craft in St. Louis, came back 
East and established the business which, with few 
changes, has continued down through the years. He 
also was a master shoemaker. In fact, a pair of shoes 
made by him won a gold medal at the Paris Exposition 
in 1876. 

The activities of the late George W. Baker, Sr., are 
too well known for repetition here. As if this heritage 
of shoemaking were not enough to give the present 
George W. Baker. a leading place in the industry, fate 
decreed that the blood of shoemakers should enter his 
veins through the distaff side. His grandfather mar- 
ried a Randell, and the Randells were a family of shoe- 
makers. 

George Baker is proud of his family, and he may well 
be. He is proud of the fact that his family name has 
been linked with fine shoemaking for close to a century, 
and he hopes that his son, George W. Baker, 3rd, will 
follow the craft. It is in the blood. 

Naturally, with the death of George W. Baker, Sr., 
there have been questions asked concerning the future 


W vee back in the 19th century, when “Queen Vic” 


of the business. There isn’t any question about it in 
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A Shoemaker Who Is Following 

in the Footsteps of His Great- 

Grandfather, Who Made Shoes 
for Queen Victoria 











the mind of young George Baker. “Of course, I shall 
continue the business,” he said, looking across his desk 
at a picture of himself, his father, his grandfather and 
his son. The pride of family and of dignity in his craft 
shone in his eyes. At that minute it would have been 
impossible to conceive of George Baker in any other 
connection than with shoes. There was a determina- 
tion in his look which seemed to add that the name of 
Baker and shoes must be inevitably linked together. 

“IT am contemplating no change in, the business,” he 
added, “but will try to carry out the policies established 
by my father. The factory will continue to make the 
same grade of shoes it has been making and I’ll keep 
supervision over the five retail stores we operate. For 
the present I have no idea of expansion or contraction 
in either the manufacturing or retail field.” 


T’S hard to get Mr. Baker to talk about himself or 

his business. He takes these things as a matter of 
course. In his quiet, unassuming. way he has made : 
host of friends in the shoe business all over the coun- 
try, for he has traveled extensively ever since he ¢! 
tered business with his father in 1907. In recent years 
he had taken over many of the duties of his father, s 
that grasping the helm of the business now’is not : 
entirely new experience. 

His first taste of shoemaking was gained in the fac- 
tory, and there isn’t any process in shoe manufacturi! 
that he is not able to perform himself. After an ap- 
prenticeship in the art of actually making shoes fro 
the raw materials, he moved up into the executive a! 
selling departments where he gained that rich experi- 
ence so necessary to the conducting of a modern busi- 


_ness. aw 
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1S? 
ARE YOU FEATURING Tit 
The demand for it 


1S growing 
by leapr 
and bound, 
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wy, fk TREMENDOUS increase in sales 

on Dr. Scholl’s Foot Balm is 
being enjoyed by dealers all over 
the United States since we launched 
into our big national advertising 
campaign on this remarkable com- 
fort-giving foot remedy. 


This product has received a gener- 
ous share of our $1,250,000 advertis- 
ing budget for 1928. Liberal space 
for Dr. Scholl’s Foot Balm is being 
used throughout the year in such big 
publications as the 


American Magazine 


Ladies’ Home Journal + Liberty 
he, Cosmopolitan + True Story 
wie 
The greater part of the magazine 


re fo Mieg, * 
; “IS ‘ readers in your town are seeing this 
attractive advertising. To get more 
than your normal share of the de- 
mand it is generating, display it 
prominently in your store and tell 
your customers about its virtues. 
The results in increased sales will be 
quickly apparent. 


THE SCHOLL MBG. CO., Ince. 
213 West Schiller Street 62 West 14th Street 
CHICAGO NEW YORK CITY 
112 Adelaide St., E., Toronto 
Factories: 


CHICAGO - TORONTO - LONDON, ENGLAND 
FRANKFORT, GERMANY 


World's Largest Manufacturers of Foot Comfort Appliances 
and Remedies 
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IN STOCK—RIGHT NOW! 
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Phyllis 


1346—Patent Leather novelty cut out step- 
in. Balloon toe last. 21/8 Spike 


















OS PRESS RESET ee ee cca ] 
1347—As illustrated in Patent Leather. 13/8 

pI oe is pe ee ed 3.50 R 
B and C widths. Sizes 3 to 7 | 
b 
§ 
T 
ti 
Style and price attraction are embodied in these . 
two appealing Du Belle creations. ti 

Insure your profits by securing these popular 
Easter styles. n 
“Duane_Shoe @mpany, i 
&. CORPORATION - 
7 IT 
J myrortedy 143 Duane St., New York f 







va) ZA rl, Factory—Haverhill, Mass. 


g , 
wnnrdals ee 
Oo Cnn 1350—Patent Leather front gore step-in with 


underlay and trim of Keystone Rose 
Blush Kid, medium round toe last. 
eS OS ee $3.50 
1351—As illustrated in Patent Leather with 
Keystone Trim. 13/8 Cuban heel . 3.50 


B and C widths. Sizes 3 to 7 
Greta 















Finer in every way---quality and 
H beauty distinguish the genuine 


4 Reg. U. 8. Pat. off, 


GOLO SLIPPER COMPANY 


129 DUANE STREET NEW YORK 


Branch Sales Office, 1634-5 Republic Bldg. 
CHICAGO 
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Grow along with Green 














Sittin; ) oces 
Tots zo Teens A Jor Children 





Here are juvenile 
shoes that are right. Send for Green- 
Right because they’re flex Folder * 
. : numbers carried 
built by Children | Ie Stock. 
Shoe Specialists who 
recognize the impor- 
tance of fit—style— 
and wear as applied 
to this important 
market. There’s life 


— action — profit in 














this complete grow- 
ing line of juvenile 
footwear. 


The Eton Sport Oxford 
A Growing Girls’ 
Goodyear Welt 


The 
GREEN SHOE 


MANUFACTURING COMPANY 
BOSTON | ADDRESS 960 HARRISON AVENUE MASS. 
KREIDER-CREVELING SHOE CO., Boston, are distributors of Greenflex Shoes in New England 
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“Interchangeability 
in Store Fixtures /ncreases the Merchant’s 


Borrowing Ability” 


—Says Prominent Banker 


(jj, ad 
\ Wmnam 


ERCHANTS quite generally 
look upon modern store equip- 
ment as a profitable investment. 


But bankers want to know more 
than the amount paid for fixtures—they 
want to know their re-sale value. 
That depends largely on their inter- 
changeability, and vitally affects the 
merchant’s borrowing ability. 


“ “ “ “ 


This statement from Mr. E.C. Dela- 
field, President of the Bank of 
America, 44 Wall Street, New York, 
is self-explanatory. 


“Bankers are now reviewing with 
great care, statements of assets and 
liabilities submitted to them by 
Would-Be Borrowers, and are more 
than usually particular to see that no 
assets are carried at a figure above 
their liquidating value. 


“Furniture and fixtures, if of or- 
dinary design and construction, are 
assets of doubtful value, because 
being of special design and avail- 
able only in positions where origi- 
nally placed for merchandise for 
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which originally constructed, such 
fixtures at re-sale realize but a small 
proportion of the original cost. 


“Grand Rapids fixtures have an 
asset value, the reason being that 
through the New Way Method of 
Standardization and Interchangeabil- 
ity your fixtures can be used in many 
lines of business and, therefore, have 
a realizable cash value, of which 
bankers should take account, partic- 
ularly when extending credit to the 
retail trade.” 


Here is evidence too strong to 
disregard. In planning your store, 
give the matter of “‘interchangeable 
equipment” utmost consideration. 
Call upon the services of our store 
planners. This staff of more than 60 
specialists see that your fixtures are 
properly placed for greater efficiency 
in making sales and increasing profits. 


Send coupon for literature on the 
subject. No obligation. 


GRAND RAPIDS STORE EQUIPMENT 


Succeeding: The Grand Rapids Show Case Company—Welch-Wilmarth Corporation 
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Advantages of 
*““INTERCHANGEABILITY” 
in Grand Rapids Store Fixtures 


Grand Rapids shelving and 
wall fixtures are built in a 
series of interchangeable 
sectional units, easily put 
together or taken apart 
and moved from one posi- 
tion or location to another. 
They permit great flexi- 
bility in arrangement and 
re-arrangement, asopposed 
to the old type, ‘‘nailed- 
in’’ shelving which cannot 
be moved without being 
torn down and built to- 
gether again. 
Individuality is secured 
by employing different 
treatments for different 
installations, on cornices, 
pilasters, etc., which make 
them distinctive so no two 
stores are alike. 
Through this inter- 
changeable method of con- 
struction, amanufacturing 
standardization in certain 
parts is secured. This 
means greater value, foot 
for foot, fixture for fixture, 
and dollar for dollar, than 
could be secured by any 


other means. 
=, 





Factories: 
Grand Rapids 
Portland, Ore. 


GRAND RAPIDS STORE EQUIPMENT CORPORATION, Grand Rapids, Michigan 


Gentlemen: Please send literature and information on your planning service and store equipment. pat 
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STORE PLANNERS, DESIGNERS AND MANUFACTURERS OF FINE STORE EQUIPMENT 
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OU can’t very well 
4 show all your styles in 
the windows at one 
time. Even if you could it 
wouldn’t be the thing to do, 
for then you’d have nothing 


left up your sleeve to shout about later on. 
new trim you should show something that hasn’t been 


in the window before. 


Now when Mrs. Jones comes along window shopping 
she has in mind, or perhaps is attracted by, a certain 
type of shoe. She probably makes up her mind on the 
spot that she wants “something like that.” 


to see some more shoes on 
that order, but she isn’t 
buying shoes today. 

So she doesn’t walk in. 

Why? 

Because she knows that 
whenever she walks into a 
shoe store, in a jiffy she is 
whisked into a chair, her 
shoe is removed and she 
would feel a bit embar- 
rassed to walk out without 
buying. 

Waiting until she is 
ready to buy, she has 
plenty of time to look in a 
number of other’ store 
windows and see a number 
of competitors’ ads. Hence 
there are that many 
chances to one against her 
coming back for the shoe 
that first attracted her. 

This is a leak. Some- 
thing should be done to 
stop it. 

But what to do—that is 
the question. 

If Mrs. Jones would 
walk in when she sees that 
shoe in the window, and 
would ask to see what else 
you have on the same or- 
der, frankly stating that 
she didn’t intend immedi- 
ate purchase, wouldn’t you 
be glad to show her? 

But Mrs. Jones doesn’t 
know it—there’s the rub. 

So why not meet the 
situation by letting her 
know it? 

Display cards in the 
window will carry the mes- 
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To Get Them in W, hen They're Buying 


INVITE THEM IN 


When They -Aren’t 


Make People Feel Free To Walk 
In At Any Time And See What 
You Have Inside 


In each ready.” 


when ready.” 


She’d like 














April Brings With It Special Chores 


April 2-7—Is everything shipshape in the 
store? To keep it so this week means work, but 
it’s worth the effort. Have you checked up on 
wrapping paper and the various supplies? Un- 
less you’re out o’ luck, the consumption will be 
heavy this week. Play safe. 

Get “all set” now for some wet weather win- 
dows and ads for next week. You can either 
hold these until you see clouds gathering and 
then “shoot” quick, or run them on a definite 
schedule for certain days. The latter isn’t a bad 
plan, as some sunshine needn’t deter people 
trom preparing for the showers and wet streets 
that they know must be encountered soon. This 
is a chance to dispose of some storm welt shoes 
that may still be on hand, in addition to the 
usual rubber goods. 

April 9-14—If there are any poor sellers in the 
line you should have them spotted by now and 
take the necessary steps to get them moving. In 
some instances this may be due only to failure 
on the part of the salesfolk to bring the shoe 
forward. Call them all together and give them 
explicit instructions as to what should be pushed 
and what sales appeal to use in each case. Make 
a drive on sport footwear and put some new 
thought into the advertising and window dis- 
play. 

April 16-21—Don’t “lie down” on advertising 
because Easter is past. There’s plenty of busi- 
ness to be had now-—and later. Advertising 
draws it in. Do you know, at the end of each 
day, just how many shoes you have of each 
style, in each size and width? You should—and 
you can. If your stock record system isn’t thor- 
ough or isn’t kept up as it should be, give it 
some attention. 

April 23-30—Find out if there are to be some 
special doings for children around a Maypole or 
some Mayday parties for adults. If so, tie up 
with the event and show footwear for that spe- 
cific occasion. Check up on your insurance. 
Have you sufficient coverage? Don’t leave the 
business exposed to bearing the brunt of any 
form of accidental loss. What about changes or 
improvements to be made in the store front or 
interior? Midsummer is a good time for instal- 
lation work. Now is a good time to work on 
plans and estimates. 














sage. Here are a few ways in 


which they might be worded: 


“Which of these shoes in- 
terest you? We have others 
like them that you might pre- 
fer. See them now—buy when 


“Only a few shoes of a sort shown here. Lots more in- 
side. No trouble to show them. Buy when ready.” 

“It may not be in the window, but we have it. Tell us 
what you want and we’ll show it to you. See it NOW—buy 


“Would you like to look now and buy later if pleased? 
Come right in. We do business that way.” 


“Feel free to walk in and 
walk out. We’re pleased to 
show you anything in the 
store. Buy when ready.” 

“We are your shoe pur- 
chasing agents. Let’s dis- 
cuss your future wants 
NOW. Buy when ready.” 

“Have you time to talk 
shoes? So have we. Drop 
in NOW. Buy when ready.” 


REPARE a service of 

cards on this order, to 
be used one at a time. It 
might be well to have them 
all end with a running 
slogan such as “Buy when 
ready.” 

These cards should be of 
a good size so that they 
may be decorative and still 
carry the copy in a legible 
type size. 

A conspicuous spot some- 
where in the store’s news- 
paper ads should be de- 
voted to similar copy. One 
suggestion on this would 
be to reproduce the cards 
in the ads for tie-up 
value. 

More frequent contact 
with customers and pros- 
pects would have a power- 
ful influence on trade. It 
would keep these people 
from drifting elsewhere 
for shoes and, with a little 
diplomatic salesmanship, 
should increase the pairage 
per customer through a 
more complete and more 
personalized presentation 
of shoes for the occasion 
and for individual needs. 
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THE strongest lace 
makes the strongest 
impression of quality on 


THEY BIND he-wientnen, Thats te 


reason wise merchants 
WHERE OTHERS ¢oxis‘tvoe ee 
in preference to others. 


BRE AK A You might as well sell the 
* 


best. It is as easy to carry 
and easier to sell. It brings 


you a neat profit and never 
made an enemy yet. 


CORDO-HY DE 


ARE 


DOUBLE-DUTY LACES 
O. A. MILLER TREEING MACHINE COMPANY 


Brockton, Mass. 











Shoe Tree Division 
CORDO-HYDE 


Laces are the accepted 














standard for strength, 
comfort and looks. 


























March 31, 1928 


BOOT AND SHOE RECORDER 


Changing Narrow Fronts into 


Wide Ones 


Architectural “Bays” Can Be Utilized to Do the Trick and 
to Provide Wide, Inviting Entrances Where Only the 
| Narrowest Would Be Available Otherwise 


HERE is an ob- 
T vious economic 

advantage to be 
gained from so de- 
signing store and 
window fronts as to 
provide more actual 
window frontage 
than the width of the 
store would seem to 
make possible. 

This advantage, of 
course, comes in the 
store rental division 
of expense. If the 
interior be of ample 
size for the conduct 
of the business, and 
the right kind of 
planning can provide 
an expanded window 
frontage, then money 
is saved right at the 
start. 

It is the recogni- 
tion of this fact that 


has led merchants to experiment with window bays 
and other architectural devices for increasing the 
number of linear feet of plate glass in the front. The 
stores shown on this page are excellent examples of 


how to do this. 





This is the Feltman & Curme store discussed in the article. 

In addition to the bay treatment, an interesting note is the 

ached ceiling of the store entrance, the flatness of the arch 
tending to help the effect of width. 


dow of the B. & H. Shoe Store in Wichita, Kan. 
the actual frontage on the street is somewhat more 
than in the Feltman & Curme window, and the en- 
trance is given the appearance of greater depth by 


In the Feltman & 
Curme store at 1452 
Broadway, New York 
City, under ordinary 
circumstances there 
could have been no 
real window display 
if a broad entrance 
had been desired. 
The arrangement de- 
cided on gives them 
both. Incidentally, 
this arrangement 
also naturally di- 
vides each window 
into two parts and 
offers an opportunity 
for unit display 
which might not be 
so easily obtainable 
in windows of the 
straight across type. 

Another interest- 
ing solution of the 
small front . problem 
is shown in the win- 
Here 


the sharper angle at which the bay goes back. 


The B. & H. store is at the left and the Waterman 
store below. In the latter, the width gained by the 
use of bays has been utilized cleverly by placing 
an island show case in the middle‘of the entrance. 
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\ to. Shoe Store 
| Owners and 








Shows you how to bring more and bet- 
ter trade into your store ... 32 pages 
of seating suggestions for modern shops 
in this interesting and practical book 
“New Styles in Shop Seating” 


“Gentlemen, I want to compliment you on your book 
‘New Styles in Shop Seating.’ It is a genuine help for 
the modern shoe store owner and reflects a keen ap- 
breciation of our problems. Any man interested in 
attracting better trade and building prestige for his é 











store should read this book.” 
So writes a successful eastern shoe store owner. Perhaps 
this book will help you. Shall we mail you a copy? It 
is free. How proper seating can give your store an air 
of distinction—attract more and better trade—greater 
capacity at less cost and bigger profits on your invest- 
ment, all explained in this free book. Simply use the 
coupon below. ae 
The “American” Free Service Plan . ial or 
“American” engineers and draftsmen are at your service — of 3 
to suggest new ideas in seating arrangements. In the tt | ther 
past fifteen years thousands of shoe store owners have gam 
accepted this free service. And as a result American litt] 
Interlocking Shoe Store Chairs are building profitable ; it ce 
business daily. This service is yours for the asking. No. 9015 an i 
Fill in and mail the coupon today. fore 


American Seating (Gmpany vin 


winc 

. son 
1016 Lytton Building Chicago, Illinois very 
Branch Offices—New York: R. 601-119 W. 40th St. —an 
Philadelphia: R. 703-1211 Chestnut St. | fT 6 . : 
Boston: R. 302-69 Canal St. . sions 


bric 
vers 
gam 
ions 
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American Seating Company 

1016 Lytton Bldg., Chicago, Ill. 

Gentlemen: Send me, without obligation, your helpful 32 Page Book, “New 
Styles in Shop Seating.” 

TEE 

Address ... : 

City........ ai Doses aoe 
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Cashing 


VERYBODY—old and 
young—seems to have 
gone in for auction 


E 


bridge—its popularity is uni- 
versal—this clean and keen 
game has uplifted the opin- 
ions on a deck of cards— 
and churches today are pro- 
moting auction bridge 


parties. So get the idea out 
of your head—if it may be 
there—that cards suggest back room 
gambling. It’s true the game offers 
little for direct merchandising—but 
it certainly offers a splendid idea for 
an interesting window display. There- 
fore the purpose of this feature of 
the service is to get attention to the 
window—and shoes—in this off-sea- 
son when one naturally would show 
very little interest in a show window 
—and by working the bridge expres- 
sions into the copy—the show cards 
will be read with unusual interest. 
The idea has unlimited possibili- 
ties—for instance, you could run a 


























‘A Heart Bid" 


LUXUYLOUS 
Silken, Hose, 
for 
Her Valentine 
will establish, 
your suit 





In 


Ci ontests 


By H. ELTON PEASE 





What would you bid on this hand 9 


avert what woul 
@ goed bridce bw 


(HW / 


a 








Ll hy 





Cut out around the hand and 
insert some actual playing 
cards. 


on the 


(raze for 


The Vogue of the Card Game Offers 
Opportunity for Stunt Window 
Displays and Advertising 
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newspaper contest—showing 
six different hands—one each 
advertised for six days, and 
giving prizes for the correct 
bidding of the hands. A lo- 
cal bridge shark could easily 
give you the six hands—and 
Milton C. Work, the Natural 
Bridge Expert—will gladly— 
free of charge—approve the 
bidding as set forth by the 
local expert. 

As a mere novelty we show above 
a few “hand” display cards will an- 
swer the purpose. Set these here and 
there in the window—with the show 
cards—and clever little tie-up tickets 
—and you'll find a lot of people stop- 
ping in front of your store that ordi- 
narily would fly right by. 

If they don’t buy, you’ll get credit 
for being “pretty clever,” and they'll 
talk about your store. When people 
talk about you, it’s good advertising! 
The display could be elaborated upon 
in a variety of ways. 
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Custom 
lasts 
“fulfill 
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Conservetm 
Men 
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These cards, the size of playing cards, to be used separately with individual shoes. 
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—If Suggestions Are in Order, 
Order These Suggestions 


A new Broadside of window merchandise displayers—a La 
Moderne, just from the press. The latest for shoes, hosiery, 
and small items occupying space in your display windows. The 
designs here presented are selected from dozens of similar ideas 
shown in this Venturistic circular, which is issued in addition 
to our regular catalog of decoratives. 





Mirror 
whatnot. 
Made of heavy 
etched and bev- 
eled plate glass 
in Venturistic y 
design. ham os , Venturistic whatnot. 
ian taghes Three triangular pedestals 
high set one in front of the other 

. in staggered formation. 
Triangles 10, 14, and 18 
inches high. Any finish may 
be had. 





Venturistic 
Shoe Dis- 


player. Made " 4 zi P 
<< capes Send for this Broadside of sales getters, or see this new 
pair of shoes. presentation now displayed in our show rooms. 


26 inches high. 
Finished in 


black and silver 
or, any finish The Adler-Jones Company 
645 South Wells Street, CHICAGO 














Products for = COMFORT AND WEAR 
COMBINED 


* 
Season Profits " That is the story in a _ nut- 
- shell of Greeley boudoirs. 
y 5 Made of leather and on lasts 


that fit the feet of the people 
who wear them. Leather 


Rhinestone Instep # A y ' 
Straps are selling a f IN | oer heels—black 
very strong. White ’ STOCK 


or Combination / 
f, 36 Pair Cases 


Colors. 
A. W. GREELEY 


Style 748 a 12 Duncan Street - Haverhill, Mass. 
As Illustrated Bx Be 


$13.00 


doz. prs. ene 
APPROVED BY 
MEDICAL MEN 


$6.00 to $36.00 doz. prs. 
As a sturdy support for the ankles 


Rhinestone Vamp Ornaments - 1 ae . able 
95 A of growing children and as a fully 
2.50 to $7.50 doz. prs. ventilated shoe, the Burkley Venti 
Metal Buckles lated Foot Developer is unexcelled 
$3.60 to $4.00 doz. prs. Well known surgeons recommend its 
use. 
Make your stock 


Inlays extra—$0.50 doz. prs. @hfldren’s shoes con 
VENTILATIONS plete by sending you 

If there is a shoe ornament that is made of PATENTED §=order today. 
Leather, Ribbon or White Metal, we have it. PA Phone Brockton 21: 
for immediate actio: 


Manolis Manufacturing BURKLEY 
Company SHOE CO. 

4248 N. Crawford Ave. 1156 No. Main Street 

CHICAGO, ILL. Brockton, Mass. 

















Rhinestone Shoe Buckles 
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The new improved 
Kawneer Store Fronts 
are identified by 

> this design 





HIS YEAR The Kawneer Company offers a new 

improved store front—more beautiful in design— 
more powerful in its sales appeal—and identified 
for your protection. 


NEW members of construction such as— 


NEW BULKHEADS 
NEW TRANSOM BARS (Plain or enriched) 
SOLID NICKEL-SILVER AND BRONZE DOORS 
APPROPRIATE BRONZE SPINDLES 
PROFILED SHAFTS 
ORNAMENTAL GRILLES — 


and other features of interest can be fabricated into 
distinctive store front creations to meet the require- 
ments of architects and merchants anywhere. 


If interested, send for the book described in the cou- 
pon, which shows a large variety of recent store front 
installations in most every line of retail business. 


<< “a THE ‘ 
Z Kawneer 
: | Shaaban r 


2413 FRONT STREET, NILES, MICHIGAN 


Read what Kawneer has done for other merchants in our new book, 
“Modern Store Fronts for Better Display."’ It's Free. 


Name 
Address 
City 
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Cushioned 
Comfort 


EW cushioned comfort. New 
up-to-now outlines. New, 
long-wearing Super-Quality that 
puts spring and pep in every step. 
These features combined with 
. e smart, neat appearance are the 
Spr me Is Calling reasons why women and girls 
everywhere are insisting on the 
There is no more opportune time to distrib- rubber heel with “it.” On the 
ute business-getting souvenirs among the ultra-smart shoes with wood 
children than now, when balmy spring spike heels, the New Super- 
breezes invite to games in the open. Quality Very thin LTS. 
French Heel pictured below 
assures the snap, long wear, 
and cushioned comfort every 
woman, with pride in her ap- 
pearance, is demanding. Sup- 
ply it, on even her daintiest 
shoes, with heels of New 
I.T.S. Super-Quality. Ring 
your jobber today. 





The Indian Feather Hat is one of the most 
preferred articles for the coming season. 
This attractive headgear may be adjusted to 
any size. It is made of assorted colored 
feathers and the wide strip which goes 
around the head assures prominence to 


your advertisement. 


We carry a complete line of souvenirs for 


any purpose. The I.T.S. Co., Elyria, O. 


Write us today for prices and 
further details 


THE 
LEDERER IMPORTING 


COMPANY 
446-448 Broadway, New York 


“Novel Advertising Novelties” | Tae 
| Pe Vacuum, Grip 
is ame, Best i 
3 =e 


Have Your Heels ) RUBB Shoes Will Wear Longer. 




















March $1, 1928 


Sweetheart 


Jeanne Mule Pump 
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Wellesley 














Phoebe 


White Kid 
Spike and Cuban Heels 
AA-C 


84.60 


Vassar 


Radcliffe 


In Stock for Immediate Action! 


The Sweetheart 
Black Patent 
Spike and Cuban Heels 
AA-C 
Same without perfo- 
ration, A-C 


Jeanne Mule Pump 
Black Patent 
Spike Heels, AA-C 


Same on Square Toe 
Spike and Cuban Heels 
AA 


$4.00 


Black Satin 
(With ornament) 
Spike Heels, AA-C 


White Kid 
Spike Heels, AA-C 


Indian Print Satin 
Spike only—AA-C 
$4.35 


Silver Kid 
Spike Heels, AA-C 
$4.85 





The shoes you need—when you 


need them! That’s the purpose 


of this organization. 


Shoes are making 


Merchants’ 


money for 


many a prosperous retailer. 


Yours for Action! 


Geo. M. Rosen, Gen'l Mgr. 





Wellesley 

Tan Calf 
Leather Sole, B 
83.60 


Smoked Elk 
*‘Bearfoot’’ Sole, B and ¢ 
83.75 


Vassar 
Tan Calf 
Reptile Inlay 
“‘Bearfoot’”’ Sole, B and (¢ 
60 


White Calf 
Black Inlay 
“Bearfoot’”’ Sole, B and ¢ 

.00 


Radcliffe 
White Nubuck 


**Bearfoot’’? Sole, B and ¢ 


Gun Metal Calf 
Crepe Sole, B and ¢ 
Tan Calf 
Crepe Sole, B and C 


White Calf 
Leather Sole, B and C 


White Calf 


**Bearfoot’”’ Sole, B and 0 
$4.00 


White Calf 
Crepe Sole, B and C 
4.25 
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One Way the Shoe Retailer 


Can 
Increase Profits 








Carrying too many different lines of similar shoes hurts any retail shoe 
business. It retards turnover, complicates sales work, restricts the buying of needed 
new styles, confuses the customers—and leads directly to a top-heavy stock of odds- 
and-ends at the close of the year. 





THE “CONQUEST” 


This Keds model with vulcanized 
crepe rubber sole gives sure grip 
and wonderful wear. White or 
brown lace to toe style—white with 
black trim or brown with gray trim. 


In Keds, the United States Rubber Company offers one good way to help solve 
this difficulty. Keds, made only by the United States Rubber Company, is the most 
complete and best known line of fabric rubber-soled shoes manufactured. Keds is 
the standard by which the quality of all fabric rubber-soled shoes is judged. Keds 
is a name the public uses more often than any other to indicate its brand preference 
for sports and recreation footwear. 


The Keds line offers many advantages to the wide-awake merchant. Con- 
centrate your purchases on Keds! Use the Keds free advertising helps! This 
means increased sales, a cleaner stock at the close of the year, and decreased 
handling expense. 


United States @ Rubber Company — 
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WHo’s WHO ON THE ROAD 














Pullman Surcharge Abolishment In Hands of Interstate and Foreign Commerce 


! 
' 
| 
| 
Le 
| 
} 
J 
' 


~~ E. HAWLEY represents the W. 
e B. Coon Co., in the Inter-Moun- 
i tain States. Mr. Hawley reports that 
since the opening of the spring season 
business has been much more prosper- 


ous. 


H. MILER 
* represents 
the Stewart-Dawes 
Shoe Co. of Los 
Angeles in north- 
ern California. Mr. 
Miler reports a 
big business on his 
Kozy Komfort 
slippers, as well 
as on the new 
creations in the 
other lines made 
by this house. A. 
R. H. Miler J. Goldwater is 
the president of 
the Stewart-Dawes Shoe Co., and says 
that he is enthusiastic over the com- 
ing season’s business. 








LLIOTT L. LAMONTAGNE, who 

covers New England and New 
York State for The Menihan Co., with 
headquarters at the Draper Hotel, 
Northampton, Mass., recently left 
Northampton, after a strenuous win- 
ter’s work, for a few week’s vacation 
in Bermuda. He was accompanied by 
Mrs. Lamontagne. 





P. NICHOLS 

* who for the 
past seven years 
has_ represented 
the L. W. Kenney 
& Co. of Lynn, 
Mass., in New 


England and New 
York State, from 
Albany, West, re- 
ports that his line 
of misses’, chil- 
dren’s and grow- 
ing girls’ shoes, 
are selling well, 
and that the L. W. 
Kenney Co. which has been doing busi- 
ness in New England for 32 years is 
running at capacity. He says that 
dealers in the different localities which 
he has visited have had deliveries made 
on all of their Easter merchandise, and 
anticipate a good spring trade on their 
lines for the little folks. In the size 
2—5 run, he says that light smoked 
horse is popular. In the growing girls’ 
run, three eyelet ties, and one-straps; 
alligator oxfords, patent leather, and 
numbers with sport soles, are all fast 
movers, 





Amos P. Nichols 


HELEN M. HANEY 


ENRY DUFF of Charlotte, N. C., 

is to cover the two Carolinas and 

Virginia for the Selby Shoe Co., spe- 

= only in the Arch Preserver 
ine. 





OSEPH ALGIER is the new Sachs, 
Bruson, Vigorith Co. representative 

in Chicago. Mr. Algier is well known 
to the shoe trade in this territory, hav- 
ing represented other lines in and 
around Chicago for a number of years. 





MORE MEN WANTED TO 
PROTEST PULLMAN 
SURCHARGE 


House Resolution No. 106, in- 
troduced by Congressman Tom 
Yon, calling for the immediate 
abatement and discontinuance of 
the “war-time” Pullman _§sur- 
charge, is now in the hands of 
the Interstate and Foreign Com- 
merce Committee. When Con- 
gressman Yon made a visit to 
Boston several weeks ago to ad- 
dress a meeting of the Boston 
Boot and Shoe Club, he-called on 
National Secretary Delany, and 
suggested that all members of 
the N. S. T. A. should be circu- 
larized asking them to write to 
their Congressmen to put every 
bit of pressure possible on the 
above-mentioned committee to 
kill Pullman surcharge. Already 
many of the members of the 
N. S. T. A. have reported to the 
National Secretary that they 
have complied with this sugges- 
tion. 

Secretary Delany says: “Not 
only should all members of the 
N. S. T. A. write to their Con- 
gressmen, demanding that this 
onerous, war-time measure be 
killed, but all commercial trav- 
elers, as well as every member 
of the trade, and the traveling 
public. Everyone who uses Pull- 
mans as a necessary convenience 
in traveling is affected. It is in- 
teresting to note how effective 
and widespread this movement 
of protesting Pullman surcharge 
can be made. It is also pleasing 
to the N. S. T. A. management 
to record that this fight, which 
was started by the National 
Shoe Travelers’ Association back 
in 1922, has been waged persist- 
ently for the business better- 
ment, not only of the members 
of this association, but for those 
“on the side lines looking in.” 











Committee. N.S.T.A. Asks All Allied Trade Members to Write Congressmen. 


ARRY MOSS, who formerly cov- 

ered the Far-West for Nunn- 
Bush, George W. Baker, Garside, and 
Smolen, has recently been appointed to 
the salesforce of H. T. Dougherty, Inc., 
and the Artistic Shoe Co. 





ARRY KU- 
SHINS, who 
sells Menihan’s 


Arch-Aids and 
novelty McKays 
on the Pacific 
Coast, reports that 
he is doing a good 
business on his 
new lines for the 
spring and sum- 
mer season. He 
says that lizard, 
python and alliga- 
tors are having a 





Harry Kushins 


“big call”; also 
that patent leather, trimmed with 
python, is a popular number. Mr. 


Kushins has had a wide experience in 
selling and styling women’s shoes. He 
is one of the many progressive shoe 
salesmen in the country who act as 
merchandising counsels to their cus- 
tomers. 





BE”: BARLOW, A. E. Nettleton Co., 
representative, is receiving ex- 
pressions of sympathy from his many 
friends on account of the sudden news 
of the death of his mother, which oc- 
curred on March 11. Mr. Barlow left 
Syracuse immediately for the family 
home in Johnston City, III. 





OM MALLEY, 

with sales office 
and display room 
at 660 Hotel Hay- 
ward, Los Ange- 
les, represents the 
Daniel Green Felt 


Shoe Co. on the 
Pacific Coast. Tom 
reports that the 


trade is taking 
kindly to the new 
lines and patterns 
in Comfy slippers. 





Tom and Ot. Tom Malley 
Launer, represen- 
tative for Johansen Bros. Shoe Co., 


and also president of the Los Angeles 
Shoe Club, are “buddies” in their joint- 
ly occupied Hotel Hayward sample 
room. Other Pacific Coast shoe travel- 
ers with headquarters at Hotel Hay- 
ward are: . Casey Jones with the 
Holland Shoe Co., and Frank M. Ward, 
who represents Gerberich-Payne Shoe 
Co., and Wood-Smith Co. 
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A step-in that is really comfortable 






This front gore slipper will prove 
more comfortable than the average 
for it is brought up quite high over 
the instep, the goring running con- 
siderably higher than the goring in 


our original front gore slipper. 














In addition, the goring is cut wider, 
providing more expansion when cx. 


Front gore pump, 309 (combination) 












last. 14/8 covered Cuban heel. Good- . . Ne 
year Well. pansion is needed. iy 
IN STOCK A 

Widths AAAA to EEE The reinforcing gore is stitched di- So 

Sizes 1 to 11 rec 

rectly over the upper. If the foot Fs 

Style R1993—Black Kid, $5.75 : /_ 66. 
Style R1994—Patent Leather, $5.75 calls for its removal, you simply a 
- . sho 

is ht ni Meni raise the buckle, cut a few stitches an 
Oak Kid, stocked AAAA to C, price and remove the entire reinforcing, § tie 
$6.50. ; i 
leaving no ends or lumps. Sho 

a pi 





The new pump fits beautifully. No 
gaping quarters ot slipping at the 









Chicago Office: 189 W. Madison St. 
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;DWARD GAL- 
LAGHER, an 
old-timer in retail 
shoe _ experience, 
but only a young- 
ster in years, goes 
on the road for 
Sam Bolton Co., 
wholesalers 
of shoe store sup- 
plies and findings. 
Ed., who is only 
twenty years of 
age, has had ten 
years of retail 
shoe _ experience. 
He is well known by the traveling men 
in the southern territory. His ambi- 
tion is to be a master knight of the 


grip. 


AL FAIRFIELD, who covers sec- 

tions of fifteen States in the West, 
Northwest and South for the A. E. 
Nettleton Co., is now on his territory. 
Mr. Fairfield made a call at the 
RECORDER office just prior to attending 
the recently held sales conference at 
the factory, where new samples were 
inspected, and new selling plans for 
the season just ahead adopted. Mr. 
Fairfield will spend almost three 
months’ calling on his trade, returning 
to Syracuse again about the middle of 
June. He reported that he was feeling 
enthusiastic over the future prospects 
of the Nettleton line and much rested 
and “pepped up” after several months 
spent in the Maine woods during the 
past fall and winter. Mr. Fairfield 
says that the “50-50 program” by 
which retail shoe merchants can obtain 
closer cooperation with the local 
Nettleton advertising campaign is sure- 


Ed. Gallagher 


ly a good sales feature. 


RTHUR L. BROOKS, who for 20 

years, or more, had covered the 
South for the Stetson Shoe Co., and 
recently for the Franklin Shoe Co., 
died on March 21 at his home on Bemis 
Road, Wellesley, Mass., at the age of 
66 years. Mr. Brooks had not been 
well for the past six months, but the 
news of his death came as a distinct 
shock to his many friends in the trade. 
Arthur L. Brooks was one of the best 
known men covering Dixie. He was a 
high-grade man, and was loved and 
respected by a wide circle of friends. 
He was past president of the Southern 
Shoe Travelers’ Association, and was 
a participant in the N. S. T. A. group 
insurance feature. He was buried 
from his late home, the funeral exer- 
cises being attended by a large delega- 
tion from the Southern and Boston 
Shoe Salesmen’s Associations, who also 
sent floral tributes. He was buried in 
Mount Auburn Cemetery. Mr. Brooks 
leaves a wife and a married daughter. 


Tom MOORE, who for the past few 

years has covered Pennsylvania for 
The Best-Ever Slipper Co., Inc., of 
Brooklyn, died recently at his home in 
Syracuse, N. Y. Mr. Moore died fol- 
lowing an operation, prior to which he 
had been ill for several months. 


OE COMBS, who sells the Ozark 

Manufacturing Co.’s line of shoes 
made in the Ozark Mountains on the 
Pacific Coast, reports a good business 
on his new spring footwear. Joe is 
one of the most — representa- 
tives in the Far West. 


OE KALISKY, who represents 

Thompson Bros. Shoe Co. of Cam- 
pello, Mass. in the Northwest, recently 
made a visit to the National Secre- 
tary’s office, en route from the factory 
to Chicago. Joe had returned only a 
short time previously from his vaca- 
tion in the Southland, and is now en- 
thusiastic over his new fall line, which 
he has already commenced to show to 
his customers, and on which he antici- 
pates a good business. He reports 
that tans in a medium shade are sell- 
ing well, and that his trade is al- 
ready sending in duplicate orders for 
spring, which he construes as good evi- 
dence of early fall buying. e feels 
that the summer weight shoe will “go 
over” stronger than ever this season. 
Joe is a firm believer in men wearing 
“Shoes for the Occasion.” 





JACK JONES TALKS ON 
STYLE 


Jack Jones 


A. F. (Jack) Jones, who <ov- 
ers everything west from Chi- 
cago through to Denver, for 
Stone-Tarlow Co., Inc., of Brock- 
ton, Mass., starts out about April 
15 or May 1 next for a four 
months’ trip. Just now he is su- 
pervising the new samples that 
are being made for fall, seeing to 
it that they measure up in every 
way with the requirements of his 
trade. Mr. Jones sells, not only 
men’s shoes, but women’s. He 
says that suedes in the better 
grade women’s lines, with high 
and lower covered heels, will un- 
doubtedly be good in his terri- 
tory for spring; that they were 
good last fall, also. He says 
that honey beige and rose blush 
kid in snappy ties, also sport 
patterns, are good sellers. Men 
like a medium shade of tan calf, 
he says, although blacks are still 
the biggest sellers. In men’s 
sport shoes, black and white, in 
fancy designs, and smoked elk 
and black, are moving well. He 
says that while wing tips in 
men’s are popular from Chicago 
east, from Chicago west not so 
many wing tips are wanted; this 
trade likes the plain tips, some- 
times with conservative perfora- 
tions. Rubber heels are called 
for to the extent of 75 per cent, 
although the college towns like 
the all-leather heels. Mr. Jones 
reports that his factory has 
made more shoes up to the mid- 
dle of February than in any pre- 
vious spring run in their ten 
years of business. Mr. Jones has 
sold shoes on the road for the 

. past 41 years, and in that time 
has been with only three houses 
—Myron F. Thomas, T. D. Barry 
Co. and Stone-Tarlow Co., Inc. 
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HARLES 

AUER, who 
formerly repre- 
sented the Big K 
Shoe Co. of Cin- 
cinnati, and prior 
to that with P. 
Sullivan Co., and 
the Cahill Shoe 
Co., has _ recently 
joined the sales- 
force of the Roth 
Shoe Mfg. Co. He 
takes the territory 
formerly covered 
by his brother-in- 
law, Jay Jaffee, now retired, namely— 
Michigan, Wisconsin and Illinois. Mr. 
Auer has a large following in the trade 
of this section which he has visited 
for many years. 


Charles Auer 


A. RAINEY, in charge of the pro- 

e duction and sales of the F. M. 
Hoyt Shoe Co.’s women’s lines, and one 
of the members of the firm, inaugu- 
rated the spring season by moving on 
March 21 to a new office in Rooms 501- 
502, 183 Essex Street, Boston. Mr. 
Rainey sells the large trade from Chi- 
cago and East, and South as far as 
Norfolk. Mr. Rainey’s former head- 
quarters were in the Rice Building, 
at which location the Boston sales of- 
fice of the F. M. Hoyt Shoe Co. had 
been located for the past ten years. 
Mr. Rainey’s affiliation with Hoyt ex- 
tends over a period of 15% years. He 
reports that he is very much pleased 
with his new “home,” and that busi- 
ness at the factory is exceedingly good. 
Right now the best selling numbers are 
patent leather, honey beige and light 
colors, generally; some brown kid, some 
Indian prints and colored straws are 
selling; the demand is about evenly 
divided between the light colors of 
honey beige and jade; sport shoes are 
“going strong,” in crepe and compo- 
sition sole; white and black combina- 
tions are popular, as well as cork elk 
and brown alligator; 14/8 Cuban heels 
are also active sellers. 


OE KENNALLY of Philadelphia, 

chairman of the N. S. T. A. mem- 
bership committee, who covers Penn- 
sylvania for the William F. Mayo Co., 
has started on a strenuous drive for 
a larger National Shoe Travelers’ As- 
sociation “household.” John is devot- 
ing a goodly portion of his efforts. to 
the personnel of the allied industries, 
such as representatives of the leather, 
last, patterns and findings houses, as 
well as representatives of trade jour- 
nals. Chairman Kennally suggests 
that every N. S. T. A. local should 
delegate a special team to sell these 
particular crafts. There have been 
many inquiries on N. S. T. A. group 
insurance from men outside of the 
shoe travelers’ branch of the indus- 
try, says Mr. Kennally. 


"T HOMAs EGAN, George Draine, 
and William Morris, who represent 
the Peters Shoe Co. branch of the 
International Shoe Co. in San Fran- 
cisco, are now located in the new head- 
quarters of the concern in “The Golden 
Gate City’—the Commercial Hotel. 
These boys formerly greeted their 
friend-customers in the Fielding Hotel 
on Geary Street. 
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“—_ Retailers Participate in 
Community Spring Openings 


—— 


Good Results Seen in Co- 
operative Showings Made 
in Many Cities 


MANCHESTER, N. H.—The first day 
of the spring season was officially; in- 
augurated on the evening of March 21 
here, with all of the stores of the town, 
shoe stores, included, featuring trims, 
and shop doors flung wide open to the 
public, who walked through the aisles, 
inspected, and bought merchandise. 
The retail shops in this city of 86,000 
inhabitants literally formed huge 
booths of one big “fair,” with a holi- 
day-dressed crowd, in the best of 
buying moods. The local Chamber of 
Commerce sponsored the movement. 
Promptly at 7.00 p. m., the fire siren 
shrieked, bells rang out, and the event 
was “on” in earnest. The local Cham- 
ber of Commerce sponsored the affair, 
and appointed a board of judges to 
award prizes for the best window dis- 
play of footwear, and of other mer- 
chandise. Prizes were also awarded 
for the best dressed man seen on the 
street; for the best dressed woman, 
and for the best dressed couple. The 
stores are reporting splendid results 
from this co-operative publicity “stunt’’. 


Spokane Opens, Too 


SPOKANE, WasH.—(UTPS)—By 
means of the regular newspaper ad- 
vertising, circular letters to a hand- 
picked host of former customers, and 
with most attractive windows, Spo- 
kane’s shoe dealers did their share to 
help put over the annual Spring Open- 
ing here on March 15. 

While a number of the dealers here 
are agreed that the spring styles in 
footwear trend toward a slightly nar- 
rower last, the toes are still broad 
enough to give the feet plenty of elbow 
room and the wearer a maximum of 
comfort. While they realize that on 
Fifth Avenue they are wearing a shoe 
that is broad across the middle of the 
foot but narrows to a very pointed toe, 
the dealers here do not anticipate that 
this style will ever come westward. 

Lloyd Hill, proprietor of the Model 

Shop, displayed at the opening 
Peacock brand shoes; and also featured 
exclusively in this city Florsheim shoes 
for the men; and Arch Preservers for 
women. 

Howard J. Kane Shoe Company had 
4 most attractive exhibit featuring for 
of $5.86 popular shoe at special price 








The event of the week in shoe circles 
was the opening of Eggerts’ new shoe 
shop at 708 Sprague Avenue. 

The Buster Brown Shoe Store at 415 
Riverside Avenue had a number of 
attractive windows filled ~vith spring 
footwear, and featured their slogan, 
“Where Style, Comfort and Economy 
Meet.” 

M. & S. Schulien, the veteran dealers 
here continue to make new friends with 
the I. Miller Beautiful shoes with a 
wonderful variety of new colors and 
effects. 


Lexington in Line 


LEXINGTON, Ky. (UTPS)—The show 
window which received the honorable 
mention in the recent style show held 
here was that of Stansifer’s Booterie. 
No prizes were given this year and 
no one tried to outdo the other but 
each one did his best and Stansifer’s 
was given the honors. 

The paneled background of the win- 
dow were decorated by an artist and 
showed scenes of mountains in pastel 
co.ors. There were pots of blooming 
spring flowers on green mats of arti- 
ficial grass. The shoes displayed were 
the latest designs and shades in spring 
styles. The window was quite a suc- 
cess and took many people into the 
store during the opening. 

The Board of Commerce co-operating 
with the merchants arranged for and 
advertised a spring style show to take 
place in March on a certain day. The 
advertising featured a mile and a fur- 
long of beautiful windows. Enthu- 
siasm was created in this and sur- 
rounding towns through newspaper ad- 
vertising service. All windows were 
kept closely veiled throughout the en- 
tire day. This added the elements of 
suspense and expectation and by open- 
ing time the down town section was 
thronging with eager people. At a 
signal given by the city all windows 
were simultaneously unveiled with all 
the effect of a stage curtain rising on 
a beautiful show. 

Stores were kept open for visitors. 
Some had models parading their new 
styles, others held receptions greeting 
the visitors cordially while the visitors 
had the time of their lives filling their 
eyes with the beauties of the new 
spring showings. 

At Stansifer’s Booterie many called 
during the evening and while no effort 
was made to sell, people might buy if 
they liked and eight pairs of shoes 
were sold between seven and nine 
o’clock. 





Elaborate Style 
Show for Public 
In Chicago Hotel 


Sponsored by C. A. Stevens 
With Cooperation of Shoe 
Manufacturers and Tanners 


CuicaGco, ILL.—The Grand Ballroom 
of the Hotel Stevens on March 27 was 
the scene of one of the most preten- 
tious style shows ever staged in this 
city and marked an epoch in the de- 
velopment of the idea of taking style 
shows directly to the public. It was 
distinctly an event of the highest so- 
cial importance. Sponsoring it was 
Charles A. Stevens, well known retail 
shoe merchant of this city and co-oper- 
ating with him were Laird, Schober & 
Company, Philadelphia manufacturers, 
and two leather manufacturers, Amal- 
gamated Leathers, Inc., and the Hunt- 
Rankin Leather Company. 

The show was staged under the per- 
sonal supervision of Madame Hamilton 
Jeffries, fashion advisor of the Boor 
AND SHOE RECORDER, and known na- 
tionally as a style show producer and 
stylist. Twenty models in turn des- 
cended from the stage to the ballroom 
floor and there paraded along a path- 
way of flat blue. Sport, daytime and 
evening clothes and shoes were shown 
and the various acts of the show were 
punctuated with Spanish dancing by 
Peggy and Cortez and by vocal solos 
by Mary McCormack, of the Chicago 
Civic Opera Company, whose orchestra 
also furnished the music for the revue. 
Refreshments were served. Attendance 
was by invitation only. 


Pierce Opens New Shop 


MINNEAPOLIS, MINN. (UTPS)—Geo. 
A. Pierce, Inc., has opened his new 
store at 37 Ninth Street. Although 
he deserted one of the best known re- 
tail streets in the country, Nicollet 
Avenue, Mr. Pierce believes himself 
fortunate in choosing his new location. 
He is. directly across from the 
$2,000,000 Minnesota Theater, just 
opened and which has leased ground 
floor space for a series of absolutely 
modern shops. The Pierce store is 
fitted in the new style of keeping all 
stock out of sight in a rear room. The 
front has floor mirrors with display 
cases above, modern show cases for 
hosiery, buckles and shoe samples, is 
furnished with 8 Windsor cane seat 
arm chairs, and the floor is concealed 
by fine rugs. The decoration is in fine 
colors and the whole effect is restful 
and alluring. It is a women’s store 
exclusively. 
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Spring Trade Livens Up 
In Boston Shoe Shops 


Boston, Mass.—Trade in the retail 
shoe stores and in shoe departments 
has become more brisk during the past 
week. The weather has been mostly 
fair, and new merchandise and attrac- 
tive windows, have stimulated sales. 
There are several unique backgrounds 
among the many interesting trims. 
One Boylston Street store is displaying 
its new shoes and hosiery in contrast 
with drapes of gay prints and swatches 
of lavender silk; other backgrounds 
are trellised with rosebuds peeping 
through the interstices; leather in va- 
rious shades and kinds and modern- 
istic designs in silver and gold, all 
make for distinctive displays. 

Many shades of beige are shown in 
women’s shoes; black patent leather is 
combined with lizard in the same shade 
and with python skin; black patent 
pumps are also decorated with gold 
kid 

Many sport numbets are shown with 
crepe soles and composition soles in 
dress, sports, toya cloths with colored 
kid trims are noted. There are many 
ties and center straps. The Cuban 
hee! in a height of about 14/8 predom- 
inates, although there are many higher 
heels. Black satin is noted in ties and 
in pumps. 

Black and white effects in shoes, and 
a wide array of artistic combinations 
in prints, are featured. It is interest- 
ing to note that many department 
stores which do not sell shoes see to it 
that the right shoe as to shade and 
pattern is shown with the new dress 
models. 

There is a goodly display of men’s 
models, both in shades of tan for street 
wear, and in white elk, with maroon, 
as well as light tan and black trims. 


New Dep’t Opened 


CLEVELAND, OHIO (UTPS)—A new 
shoe department was recently opened 
up at Adler’s, 418 Euclid Avenue, by 
J. E. Neubauer, operator of the Neu- 
bauer stores in Cleveland. The entire 
basement is given over to the shoe 
line at Adler’s. The open plaque dis- 
play method is used, and a novelty 
line of shoes retailing at $2.95 to $4.95 
are carried. 

George Klein is manager of the new 
department, with Pauline Friedman as 
assistant manager. Mr. Klein was for- 
merly connected with the Cunningham 
shoe department and Neubauer’s On- 
tario Street store. Pauline Friedman 
was formerly connected with the Dan- 
iels Shoe Co. store in Cleveland. 


New Kinney Store 


CoLuMBus, OHIO (UTPS)—The G. R. 
Kinney Co., operating a large chain of 
retail shoe stores, will soon open its 
second Columbus store to be located at 
586 North High Street, and will be 
known as the Kinney Outlet Shoe Store. 


Merchandise from about 300 retail | 


stores in the organization will be used 
to stock this store, which will be opened 
shortly after April 1. G. F. Brillhart 
of New Haven, Conn., will be the man- 
ager. A, W. Fauset is district manager 
for central Ohio. 


| New Department in Providence 


| 
| 


Men’s Window Style Show 


Boston, Mass. — Leopold-Morse Co. 





show, from 12 noon until 4 p. m., fea- 
| turing four men’s Matrix shoe models, 
and two boys’ shoe models, dressed for 
| golf and business, with footwear to 
| correspond. The light oak polished 
| floor of the window was carpeted with 
|four rich Oriental rugs; the _ back- 
| ground was formed of draped portieres 
|in dark red, while an artistic center 
fountain, spring-time blossoms in pastel 
| shades, and tall candelabra, with red 
| cluster lamps on an iron stand, gave 
a distinctive setting. The display man- 
| ager, William Greenstein arranged the 
shoe trim, in connection with shoe 
buyer, J. W. Higgins. Both the Sum- 
mer and the Adams Square stores of 
Leopold-Morse Co. participated in this 
event, each store taking different two- 
day periods. The models were unusual- 
| ly clever, the large crowd which was 
| constantly gathered around the win- 
| dows fairly gasping with astonishment 
| when the apparently lifeless wax fig- 
| ures began to walk around. To make 
| the display more interesting, there was 
| one genuine wax figure. 


F. M. Stevens II 


ATLANTA, GA. (UTPS)—F. M. Ste- 
vens, manager of the new Hanan & 
Son shoe store on Peachtree Street, 
was operated on last week for appendi- 
citis at a local hospital. He was taken 
ill only a few days after the opening 
of the new store and rushed to the hos- 
pital, where an immediate operation 
was considered necessary to save his 
life. He is now recovering nicely, al- 
though it will be a number of weeks 
before he can return to work. 





| Sullivan with Emerson 


ATLANTA, Ga. (UTPS)—J. O. Sulli- 
van, for more than eight years mana- 
| ager and buyer for the men’s and boys’ 
department of the old Stewart Shoe 
Co. at 59 Whitehall Street, has been 
appointed manager of the Emerson 
Shoe Store, at 73 Peachtree Street. 


recently put on a two-day window style | 


The Intrater Shoe Co. of Buffalo recently opened its new shoe department in 
the Bedell Store of Providence, R. 1., with an advance showing of Menihan style 
shoes for spring 


Group Buying Project 
Under Way in Boston 


| Boston, Mass.— Joseph Goldberg, 
managing director of the Federated 

Shoe Stores of America, reports an ac- 
| tive interest in this project on the part 
| of retail shoe merchants in many parts 
of the country. This federation is a 
group-buying project, designed to give 
to its membership, independent mer- 
chants, the same advantages now en- 
joyed by chain stores and other volume 

uyers of shoes. Features of the work- 
ing plan of the federation, as outlined 
in its literature, are: 

“A centralized buying office in Bos- 
ton. All buying done through that 
office with the aid of a monthly catalog. 
An ingenious yet simple plan for the 
protection of both retailers’ and manu- 
facturers’ credit interests. Mass buy- 
ing at lowest volume prices and resul- 
tant lowest possible cost to members 
stores, though each buys but 12 or 18 
pair orders.” 


Bryant Opens New Dep’t 


CHARLOTTE, N. C.—T. H. Bryant, 
shoe buyer for J. B. Iver Co. is decided- 
ly pleased with the public response to 
his new $6.00 women’s shoe department 
which was opened March 17. This new 
department is separated from the main 
“shoe section and sells conservative as 
well as fast styles all grouped under 
the private brand “Diana.” Sales of 
high grade shoes seem to be stimulated 
rather than depressed since the open- 
ing of the lower priced section. 


P. H. Rice Retires 


AuGustTa, GA.—The old firm of Rice- 
O’Connor Shoe Co. is retiring from 
| business May 1. McClellon’s Five and 
Ten cent store has leased the room as 
well as the room next door. P. H. Rice, 
who is the oldest merchant in the city, 
and probably the oldest shoe merchant 
in the South, is retiring. M. A. O’Con- 
nor’s plans are not fully matured at 
present. The Great Eastern Shoe Co. 
| is also going out of business by July 1. 
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Spokane Shoe Men 
Organize Association 


SPOKANE, WASH. (UTPS)—Spokane 
Retail Shoe Dealers’ Association is the 
name of the new organization here of 
footwear retailers. Harry Feather- 
stone, president of Walk-Over Shoe Co., 
here, is president of the group, which 
will have weekly Monday luncheons at 
the Dessert Hotel Oasis, chosen as their 
conference place. 

Other officers are Lloyd G. Hill, 
owner of the Model Boot Shop, vice- 
president; and Robert (Bob) Winston, 
president of the Winston Shoe Co., sec- 
retary-treasurer. ¢ 

It is the first formal organization of 
retail shoe men Spokane has ever had, 
and, according to Secretary Winston, 
is designed to promote a more coop- 
erative spirit among the trade’s mem- 
bers. First expression in civic mat- 
ters was made at the organization 
meeting, when a resolution was adopted 
notifying the trustees of the Chamber 
of Commerce the organization favored 
the adoption of daylight saving here, 
an issue now before them for decision. 

Besides the officers named, other 
charter members of the association in- 
clude W. O. Warn, Warn & Warn; 
John Rudberg, Rudberg’s; Carl Epplen 
and Ralph Good, Culbertson’s; A. Gins- 
berg, The Bootery; Lloyd G. Hill, The 
Model; Paul Saad, Saad Brothers; 
Clyde H. Jones, Kane Shoe Co.; H. W. 
Hern, Mower & Flynn; Clifford Sny- 
der, Feltman & Curme; Arthur Schu- 
lein, Schulein’s, and Gus Bergland, The 
Palace. 


T. T. Gilmer Is Dead 


CHARLOTTE, N. C.—Thornwell Tillot- 
son Gilmer, senior member of the 
Gilmer-Moore Co., 26 South Tryon 
Street, this city, one of the highest- 
grade merchants in the South, died 
recently in this city. Mr. Gilmer was 
about 55 years of age. He started in 
the retail shoe business as a boy and 
through his ability advanced to the 
proprietorship of the store. He was 
loved and respected by a wide circle 
of friends in the trade, on account of 
his kindly manner and thoughtfulness 
for others. One of his shoe traveler 
friends recently stated: “Mr. Gilmer 
was a good cooperator with the boys on 
the road. One always felt happier 
after visiting him—he had the sweet- 
est smile I ever saw.” He is survived 
by his wife, two daughters and a son. 





Gaines to Open Soon 


INDIANAPOLIS, IND. (UTPS)—The 
Gaines Nettleton Shoe Shop will open 
for business as soon as necessary 
changes can be made at 112 West 
Washington Street, with a line of men’s 
footwear only. The room is located 
just west of Illinois Street in the Clay- 
pool Hotel Building. The location is 
ideal and has an entrance from the 
hotel lobby as well as from Washington 
Street. Frank Gaines, the proprietor, 
has been engaged in the shoe business 
for many years, and at one time was 
connected with the Florsheim Shoe Co. 
in this city. Prior to coming to Indian- 
apolis, Mr. Gaines lived in Louisville, 
Ky., where he had other business inter- 
ests. 





This Window Sold Men’s Shoes 





footwear. 


added sales to his already flourishing men’s business. 


unknown make have no drawing power. 
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Kansas City, Kan.—Milen’s Shoe Store at the corner of Twelfth Se 
Street and Grand Avenue, believes in effective trims, featuring men’s oul 
This window contains Spring merchandise, exclusively, me! 

and as a result Charles Milen, proprietor, reports that he has made a | 
Charles Milen wil 

is a firm believer in selling shoes of some known brand in his better als 
grade, as he says that this brings the customer back, while shoes of fail 
This window was trimmed Ari 

by J. C. Rothenberg, who makes a specialty of trimming shoe windows the 
and is an expert, particularly on seasonal trims of this type. i 

ting 








A. B. C. Chain Expanding 


CoLtumBus, OHIO (UTPS)—The re- 
moval of the headquarters of the 
A. B. C. Chain Stores, Inc., from 
Lorain, Ohio, to Columbus marks an 
important step in the expansion of the 
company. This company, with which 
is affiliated the L. R. Lepird & Co. 
chain of Ft. Wayne, Ind., operates 70 
retail shoe stores in the States of Ohio, 
Indiana, Illinois and Michigan. The 
capital of the A. B. C. Chain Stores, 
Inc., has been increased from $50,000 
to $300,000 to provide for the expan- 
sion program. 


Andy McGowin Honored 
On Eightieth Birthday 


PHILADELPHIA, Pa.—Old friends of 
A. C. (Andy) McGowin gathered at 
the Union League Club here recently 
to help celebrate the 80th birthday of 
the man who made possible the first 
national organization of retail shoe 
merchants in this country—now the 
N.S. R. A. His birthday was made the 
occasion for a dinner in his honor, at- 
tended by Union League friends of 
long standing. 

Amone the guests were several men 
prominent in the shoe and leather in- 
dustry, including John C. McKeon, A. 
H. Geuting, John Slater, Charles P. 
Vaughn and Mat Mullen. A feature 
of the evening was the reading of “An 
Ode to A. C. -McGowin,” by Mr. Mc- 
Keon, the author. 














Vince V. Canning 


















Opens New Shop Re 
INDIANAPOLIS, IND. (UTPS)—The — 
Vince V. Canning Boot Shop, furnished Islan 
and decorated in Louis XVI period, rece 
was opened for business Friday, March al 
16, at 28 Monument Circle, after for- Qu 
mal inspection held on Thursday. V. cameo 
V. Canning, proprietor of the Pea- or mee 
cock shoe shop at 4 East Washington to . 
Street, personally will manage the new a « 
exclusive boot shop. Th, 
Merchants and _ business friends wn : 
greeted the new enterprise by sending E 
many floral pieces for the opening. The tome 
new shop is arranged in taste with ws 
the more exclusive shops in New York, cent 
with its paneled walls of gold and that 
green, and needle-point chairs im- joined 
ported from France. The store has an - « 
atmosphere of a reception room, with Meyer 
no goods on display. In the rear of felder 
the story there is a balcony; wnder- The 
neath it the complete stock of footwear ern | 
is housed, while the accounting depart- N.Y 







ment occupies the upper part. The 
floor is covered with a rare pattern of 
jacquard high-pile carpet, and the 
lighting fixtures are ponderous char- 
deliers dripping crystal of period de 












sign. French mirrors in gold ‘attic Harr 
frames are hung on either wal!, and D. Bron 
the furnishings remove all the conver- est bus; 
tional air of a storeroom. In a neat city. T 
illuminated case a line of Gor:on \ man an 
silk stockings are exhibited in the very came | 
latest shades. The shop was OM where ¢ 
structed and furnished at a cost of a? business 
proximately $15,000. exclusiy 
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Stage Three-Day Style 
Show in Window 


BosTton.—A_ three-day shoe style 
show took place recently in the great 
display window of the Almy, Bigelow 
& Washburn, Inc., store here, featur- 
ing two professional prize beauty mod- 
els, “Miss Boston,” 1927, and “Miss 
Cinderella,” 1927. The affair was 
unique on account of the long expanse 
of window space used, the “runway” 
extending along the entire Essex Street 
front of the establishment. There were 
hourly showings, commencing at 10 
a.m. and concluding at 5.30 p.m., of 
“Red Cross” shoes and costumes to har- 
monize. In addition to the style shows, 
an educational footwear campaign, 
with better foot health as the objec- 
tive, was conducted. 

Dr. George A. Schroeter, podiatrist, 
was present to explain the construc- 
tion of the “Red Cross” shoe and its 
good fitting qualities. Doctor Schroeter, 
as well as James D. Boyle, New En- 
gland and New York State represen- 
tative of the United States Shoe Co.’s 
“Red Cross” division, explained that 
these shoes are both “smart” as well as 
comfortable. Messrs. Boyle and Doctor 
Schroeter addressed the large crowd 
outside of the show window on the 
merits of “Red Cross” shoes through 
a loudspeaker installed on one of the 
window sills of the second story; they 
also spoke at the opening night of a 
fair which took place at the State 
Armory. Doctor Schroeter remained at 
the shoe department of the Almy, Bige- 
low & Washburn, Inc., for a week and 
supervised all “Red Cross” shoe fit- 
tings. 


Dep’t Changes Hands 


Rock ISLAND, ILL. (UTPS)—Abbatt 
& Meyer of Peoria have taken over the 
shoe department of Mosenfelders’ Rock 
Island store, and will begin operations 


April 1, according to announcement 
here. 

Quarters of the company are being 
remodeled, and fixtures and drapes are 
being changed in accordance with plans 
to make the plant one of the finest in 
the central West. 

The new firm will feature women’s 
and misses’ shoes. 

E. C. Schmidt, Rock Island, will con- 
tinue as manager of the department. 
He was formerly in the shoe depart- 
ment of the M. & K. store, and when 
that firm retired from business, he 
joined the Shirley concern, which until 
the announcement of the Abbatt & 
Meyer leasing, had handled the Mosen- 
felder shoe business. 

The entire stock of the Shirley con- 
cern is being shipped to Brooklyn, 
N. Y., for disposal. 


New Harlinger Store 


HARLINGER, Tex. (UTPS)—The C. & 
D. Brown Built Shoe Store is the new- 
est business in this Rio Grande Valley 
city. The store is owned by T. A. Cole- 
man and M. E. Deakins, who recently 
came here from Sulphur Springs, 
where they were engaged in the shoe 
business. The store is featuring two 
exclusive lines for men and women. 








For the “Junior Modern” 


| RHWhite Co 


| we open a new shoe section for 





Opens with Fashion Show 


LAcoNnIA, N. H.—O’Shea’s announced 
its New Boot Shop and Children’s 
Shoppe in its downstairs store, right 
in the center of this little town, with a 
Fashion Show, March 21. There were 
afternoon and evening performances, 
with music, special features and mod- 
els, clad in the spring and summer 
attire, with footwear to harmonize. An 
attractive folder in blue, with no print- 
ing on the cover except the words 
“Fashion Show,” and a cut of the new 
feminine “Modern,” was sent to every 
family in the town. On the inside of 
the folder it was stated that the store 
would be “open for the inspection of 
the public (even though no sales were 
made) on the evening of the Fashion 
Show.” The Granite State folks were 
invited to come in and look around at 
their leisure. 


Boston, Mass.—The new Junior 
Modern shoe department of the R. H. 


| White Co., was recently inaugurated 
| with a special window display, as well 


as an attractive interior showing. The 
trim featured twenty different styles 


| of “smart” footwear in sizes 3 to 8, and 
| in widths AA to C, on “the French 
Lasts That Hollywood Wears,” as the 


| attractive 


| and blue, 


card announced, and all 
priced at $8.50. 

About one-half of the trim was de- 
voted to the “swagger sabot,” in vari- 
ous color combinations. 

The mannequin, dressed in the 
French national colors of red, white 
wore hosiery in Evenglow 
chiffon, and “swagger sabots” in pat- 
ent leather with black lizard underlay, 
striped with gunmetal. About forty 
kidskins in multi-colors formed a 
pleasing upper back drape. The tall 
show cases were in French gray; there 
were gray rugs, and the wax blond 
“Modern” was seated on a divan in 
soft shade of fern-like green. The idea 
for the Junior Modern department 


| originated with Buyer C. H. Beall, and 





Elmir Millett, the latter in charge of 
this different and youthful shoe shop. 





Bourquin Buys Store 
PEoRIA, ILL.—E. P. Bourquin, former 


| shoe traveler, men’s shoe manufacturer 
| and real estate operator, recently bought 





out the retail shoe store of Eugene 
Kepler, Inc., of this city. Mr. Bour- 
quin retains the old name of the store; 
he sells a general line of shoes and 
operates one of the largest and best 
shoe stores in this section of the coun- 
try. Mr. Bourquin traveled at one 
time for the Sherwood Shoe Co. of 
Rochester. He later operated a men’s 
shoe factory in connection with Walter 
Hewitt of St. Louis. He went to Flor- 
ida about three years ago to engage in 
the buying and selling of land He 
made some money down South and de- 
cided that he would invest it in the old 
stand of his old friend, the late Eu- 
gene Kepler. Mr. Kepler, it will be 
recalled by many at one time, operated 
a store a little further “down the 
street”; he commenced in a small way 
and built up a very successful business. 
He afterward bought and moved to the 
Theilbar Shoe Store, when the princi- 
pals—Mollie, Minnie and Henry—de- 
cided to sell out. 
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BOSTONIANS 


COMMONWEALTH SHOE & LEATHER Co. 
WHITMAN, MASS. 











CE 


50 STYLES IN STOCK 
EMERSON SHOE MFG. CO., Rockland, Mass. 
Write for catalogue today 

























SHOES and RUBBERS 


HENRY LILLY CO. 
110 Duane St. New York 
AUCTION TRADE SALES of 


Every Wednesday and Friday 












a 













PP. 
0 ee 


Tus 


SHOE 























NETTLETON 
Shoes of Worth 

A. E. NETTLETON CO. 
H. W. COOK, President 


Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 






























Stacy Adams Co./ 
Manufacturers of 
MEN’S FINE 
SHOES 
Brockton, Mass. 
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Beverly Jones 
Heads St. Louis 


Association 
International Shoe Man 
Elected President of Manu- 
facturers and Wholesalers 


St. Louis, Mo.— 
At the _ regular 
meeting of the St. 


facturers and 
Wholesalers Asso- 
ciation, held Fri- 
day, March 30, the 


officers took place. 





Louis Shoe Manu- | 


annual election of | 





The nominating 
committee pre- 
sented the follow- 
ing slate, all | 
Beverly Jones of whom were 
elected: 
President, Beverly Jones, Roberts, 


Johnson & Rand Shoe Co.; vice-presi- 
dent, Sam A. Beeson, Boyd-Welsh Shoe 
Co.; vice-president, Chester More, 
Chouteau Shoe Co.; treasurer, A. G. 
White, Brown Shoe Co.; secretary, 
Frank A. Mahler. 

Directors—Harry G. Johansen, Jo- 
hansen Bros. Shoe Co.; J. T. Pedigo, 
Pedigo-Weber Shoe Co.; Paul B. Jam- 
ison, Friedman-Shelby Shoe Co., and D. 
W. Martin, Hamilton-Brown Shoe Co. 

Beverly Jones, the newly elected 
president, has been active in the affairs 
of the association since its inception. 
He is merchandising manager of men’s, 
women’s and children’s shoes of the 
Roberts, Johnson & Rand branch of 
the International Shoe Co. He has 
been agsociated in the shoe business for 
many years, starting his career with 
Hamilton-Brown Shoe Co. as salesman. 
He left this company to join Roberts, 
Johnson & Rand Shoe Co. 

The manufacturers’ association has 
conducted the St. Louis pageant of 
Footwear Pageant which has become 
the outstanding style revue each sea- 
son. Jones has always been actively 
connected with the details of the 
pageant and, under his administration, 


it is expected even greater achieve- | ] ; 
| stouts is up to a new high peak. 


appoint committees to carry out the | 


ments will be accomplished. He will 


work of the association. 





Increase for Brown Shoe 


St. Lours, Mo.—An increase in ship- 
ments for Brown Shoe Company in 
February amounted to approximately 
$225,000. The gain for the last six 
months, as reported by an official of 
the company, will run close to $900,000 





over the same period of a year ago. 
T. Frank James, general sales manager 
of the company, states that a nice gain 
would be shown in March. 





High Colors 
Are Noted In 
Summer Shoes 


LYNN, Mass.—Production here has 
averaged up well for the first quarte: 
of the year. Shoes went through th« 
shops quickly, and in volume. There 
was no over-time rush, not even on 
Easter orders. Buyers bought early. 
Patterns were simpler. Blacks pre- 
dominated. Orders were for case lots 
mostly, whereas in former years ord- 
ers were broken up into many small 
units, like dozen pair lots. New and 
improved machinery and_ increasing 
skill of operators, enabled manufac- 
turers to produce shoes smoothly, and 
thoroughly, and to deliver them 
promptly. 

Lynners, now turning toward sum- 
mer business, are offering a multitude 
of samples. They range from blacks 
to whites, including the prints, the 
basket weaves and the novelty fabrics, 
also reptiles, and leathers, grain, 
suede or printed finish of many hues, 
such as jades, beiges, maizes, blues, 


| greens, reds, orchids and so on, not 


| her fancy and her purse. 


forgetting greys and tans. 

“Day by Day” shoes is a phrase, 
newly coined by Lynners, to describe 
the novelty styles for every day wear. 
It applies to the shoes purchased by 
the average working girl of the big 
city, who buys a new pair according to 
Shoes in 
volume are made for this class of 
buyers. 

Production of health and fat ankle 
shoes is up to a new high peak in 
Lynn, which causes much comment, for 
shoemakers are wondering why it is 
that so many women have weak feet 


| or thick ankles. Some say it is due to 
| the long wearing of low shoes, which 





causes ankles to thicken from the lack 
of support of boot tops. Others say 
that walking on hard sidewalks and 
wearing thin shoes and stockings is 
the cause. Others say it’s a fad. Others 
admit they do not know. Anyway, pro- 
duction of health shoes and _ stylish 





Warehouse for Goodrich 


Sr. Louis, Mo.—The B. F. Goodrich 
Rubber Co., will locate a warehouse 
in St. Louis which will carry their line 
of footwear as well as the tires and 
mechanical rubber goods departments. 
The new warehouse will be at Theresa 
and Chouteau Avenues, and will have 
floor space of approximately 32,000 ft. 
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Educational Experiment 


HAVERHILL, Mass.—An_ interesting 
experiment at the L. H. Hamel Leather 
Company in the training of its execu- 
tive personnel, is being watched with 
unusual interest by local members of 
the trade. Twelve of the Hamel em- 
ployees have enrolled for instruction 
in executive problems at Boston Uni- 
versity to better equip themselves to 
act as departmental supervisors. The 
Hamel company is sponsor of the plan 
which is without precedent in the local 
industry, but already a popular one. 


Vulcan Last Co. Acquires 
Mawhinney Last Plant 


BROCKTON, Mass.—The deal by which 
the Mawhinney Last Co. plant of this 
city was consolidated with the Vulcan 
Last Co., with head offices in Ports- 
mouth, Ohio, was completed this week 
when C. E. Dowling, secretary-treas- 
urer of the concern, came to Brock- 
ton and signed papers with President 
Paul S. Jones of the local plant. After 
the merger had been completed, work 
was started here on a large order for 
marine shoe lasts. 

With the acquisition of the local 
last factory, one of tne most modern 
in this section, the Vulcan company 
extends its chain of last factories to 
11 in six states, Wisconsin, Missouri, 
Illinois, New York, Ohio and Massa- 
chusetts. Mr. Jones will remain as 
manager of the Brockton factory, and 
Howard C. Vining will continue as 
sales manager for the Brockton dis- 
trict. 


Blacking and Staining 


A new machine for blacking or stain- 
ing the heel base, after the rubber heel 


and base have been assembled and at- | 
tached to the shoe, is now in operation 


in factories making men’s shoes. The 
brush used in the operation is made up 
in sections, providing for the blacking 
or staining of the base only, or it can 
be used successfully on full leather 
heels. A metal disc revolving with the 
brush and contacting with the liquid 
feeding roll applies the necessary 
amount of blacking or stain to the heel 
seat. The results obtained by the use 
of this machine are superior to hand 
work, for the blacking or stain is 
spread more uniformly and with less 
waste. 


To Discontinue Turns 


HAVERHILL, Mass.—The Chesley & 
Rugg Co., long-established makers of 
men’s and women’s turn shoes, and 
more recently important manufactur- 
ers of women’s McKays, this week an- 
nounced discontinuance of their turn 
lines. The company engaged in busi- 
ness in this city over 35 years ago, 
making turns exclusively, its products 
holding country-wide reputation and 
finding entrance into many foreign 
markets. The Chesley & Rugg line of 
men’s slipper enjoyed particular trade 
teputation, being conceded one of the 
foremost in the country. McKay lines 
Were added several years ago and have 
steadily increased to the sacrifice of 
the turn end of the business. The 
company will continue now with its 

cKay line exclusively. 








| which will 





Insistent Demand for 
Reptilian Leathers 


| Brilliant Colored Kids a Late De- 


velopment in Haverhill 


HAVERHILL, Mass.—Lessening in cut- 
ting activities this week gave warning 
of slackening operations in local fac- 
tories and verification to reports that 
little future business has been booked. 
The Easter shoes are leaving the fac- 
tories regularly and generally at dates 
far in advance of a year ago. The fu- 
ture is a conundrum with local shoe 
men. They are, however, hoping that 
a quick improvement in purchasing 
operations will result and the period 
immediately following Easter made a 
productive one. 

The call for snake and reptilians is 
the feature of the week, local manufac- 
turers, particularly those making the 
better grades, reporting an insistent 
call for snakeskin footwear. The kids 
in the light colors; patent and suede 
move about in equal volume. The rep- 
tilians and the brilliant kids, and some 
satins are late developments. Patterns 


are the straps, pumps, cut-out oxfords, | 


and various gore and tie effects. 


Shoe and Leather Men 
Form Golf Association 


Boston, Mass.—Golf enthusiasts in 
the shoe and leather industry here re- 
cently formed the New England Shoe 
and Leather Golf Association, which 
plans to have two tournaments in Bos- 
ton during the coming summer and 
conduct the intercity 
matches begun a year or more ago. 

This year the competition between 
New York, Philadelphia and Boston 


will be held June 14 at the Manufac- | 
Country Club, Philadelphia. | 


turers’ 
The following day the spring tourna- 
ment of the Philadelphia Shoe and 


Leather Golf Association will be held. | 


Officers of the newly formed New 
England association are: E. B. Ter- 
hune, president; W. H. Larkin and 
Francis Ouimet, vice-presidents; H. B. 
Bryan, Jr., treasurer, and A. D. 
Knight, secretary. 


F. L. Packard Dead 


BROCKTON, Mass.—After an illness 
of many months, death came on March 
20 to Fred L. Packard, president of 
the Packard Carton Co., manufactur- 
ers of shoe cartons, and one of the best 
known shoe findings concerns in this 
district. He is survived by his widow, 
who was Miss Jennie E. Lord, and two 
sons, Cedric L., who was associated in 
business with his father, and Prof. 
Sidney L. Packard of Northampton. 
He also leaves one sister, Miss Bessie 
K. Packard and a brother, Frank E. 
Packard, the latter two of this city. 
He was prominent in fraternal and 
civic affairs, and for several years had 
served as local treasurer for the Near 
East Relief. The funeral was held 
March 23, with burial in Brockton. 
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PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesrooms 
40-46 West 25th St., New York Ci 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns 


$27.00 per doz. 4 
Cataleg 
= sent on 
request 


Two Strap Sandal 
Cc, D & E—2-9 
In Stock 
No. 3-2 at $2.35 
MORAN-HERMANN- 
McMANUS. INC. 
Auburn, Maine 
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WM. SUMNER SMITH 
825 Menree Street 
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Women’s Novelties 















In-Stock—Perfect $3.95 Seller— 
.60 Net. 


One of many incomparable values— 
Rush order—Ask for circular. 
B4303—Blk. Pat., Blk. and 
Blonde Satin ‘ atte Bow; 
19/8 spike heel; 3-8 C only. 
—_ Same ett /s Cuban heel. 
Samuel Cohen 
Shee Co. 








72 Lincoln St., Boston, Mass. 











» WOMENS’ SPECLALTIES 
Latest Styles at 
Popular Prices 
in Stock - 
143 ST.-NEW YORK 

















Leave it to Louis 
Halpern for Style 
and Price on 
Women’s Novelty 
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“ELAM 99 


Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N. Y, 





Beston Office: Statler Bidg., Room 532 

















Tan Bilucher 
oak sole, 

Infants’ ar children’ i — aa 

Same in patent leather. 

Send for samples of these 

and other tan and patent 

leather popular priced styles. 


| The swoctsya Slipper Co. 
397 Osborn St., Brooklyn, N. Y. 
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Late Spring Samples 
Show Lots of Color 


Gray and White Also in the Running 


CINCINNATI, OHI0.—Local shoe man- 
ufacturers are fairly busy and ship- 
ments of footwear during the past few 
weeks have been very heavy. Most 
factories are making up shoes as ord- 
ers come in. Several have already put 
salesmen on the road with late spring 
samples and one large manufacturer 
reports stone gray and white to be 
taking well with the trade. In-Stock 
departments are getting plenty of rush 
orders for Easter footwear, and they 
are calling largely for black patent 
and honey beige kid. 

Richard Stix, advertising and mer- 
chandising manager of the Julian & 
Kokenge Company made the following 
statement: 

“Orders coming in at present favor 
honey beige and marron kid and black 
patent. Our new samples have recently 
been sent out and we expect to get 
good response from the trade on them. 
These late spring samples are com- 
posed largely of whites with some pat- 
ent and colored kid. We are looking 
forward to a very colorful late spring 
and a white summer. 

“Our factory continues to run at 
capacity to fill orders booked earlier in 
the year,” an executive of the Charles 
Meis Shoe Company said. “Orders are 
picking up,” he continued, “and the 
spring and summer outlook is brighter 
than it was a few weeks ago. Mer- 
chants are buying in very small lots 
but we expect this condition to change 
after Easter.” 

Sunshiny weather during the past 
few days started spring footwear to 
moving in fairly good volume. Black 
patent is listed by most retailers as the 
best seller and it is expected to be best 
through spring. Colored kid is good 
and reptiles are getting more popular 
every day. Combinations are being 
favored to a certain extent, especially 
those of kid and lizard or snake. Ties, 
straps and pumps are all good, the lat- 
ter being especially popular with me- 
dium-sized buckles or beaded orna- 
ments. Dull kid is selling in some 
quarters and an occasional call comes 
in for satin. 

Black patent is first and honey beige 
kid is second in present sales, Mr. 
Walker, manager of Potters basement 
department, reported. Mr. Walker ex- 
pects patent to lead until June, at 
which time whites will step in in full 
force. A majority of the shoes in 
Potters basement have 14/8 and 16/8 
heels and Mr. Walker says there is a 
tendency to get away from real high 
heels except in “freaks” or extreme 
novelties. 

Colored kid is better right now than 
was expected and black patent is hold- 
ing up very good, said Eugene Held, 
manager of the Shillito Co. shoe de- 

artment. Business on new shoes has 

n very good for the past few days 
and Mr. Held said that best spring 
sellers can be fairly accurately deter- 
mined. Patent and colored kid will re- 
main best; he thinks, and reptile and 
combinations will come next. One of 
the best movers in the Shillito store is 
a lizard vamp, kid quarter pump with 
Spanish heel and beaded ornament. 














A large percent of sales at the Guil- 
ford Shoe Company are on black pat- 
ent and black kid, reported John Wag- 
ner, store manager. Colored kid is 
making a fairly good start, Mr. Wag- 
ner said, and a pair of reptiles move 
occasionally. Black, in men’s shoes, 
still have the edge on tans at the 
Guilford store. 


In-Stock Departments 
Doing a Big Business 


Boston, Mass.—Shoe manufacturers 
in this section are busy on rush orders 
and report a healthy interest in the 
new samples which their salesmen are 
showing to the trade. Many duplicate 
orders for at-once delivery have been 
received, and stock departments have 
been exceptionally busy. Makers of 
shoes with orthopedic features report 
a steady demand. 

Light colors in women’s shoes are 
being bought in increasing numbers. 
Rose blush and shades two or three 
tones lighter than honey beige are fa- 
vorites; two tone combinations in beiges 
are 

A visit to the sample rooms of house . 
making footwear for feminine fee 
shows Indian prints and toya cloth in 
a wide variation of colors. A _ black 
and white toya cloth check, with black 
calf trim, is one of the interesting one- 

straps, recently noted. Black and 
white is also combined cleverly in sport 
models with crépe sole and composition 
soles, as well as the leather soles. 

There is a good demand for men’s 
black calf shoes, and an increase in the 
call for medium tan shoes. It is stated 
that some of the big retail shoe mer- 
chants of the country have estimated 
that the demand for tan will shortly 
increase from 20 per cent to 25 per 
cent. 

Children’s shoes are good sellers in 
oxfords and one straps of smoked 
horsehide, both plain and in combina- 
tions of colors; the popularity of patent 
leather one-straps for the younger 
children is well maintained. 


Shoe Bottom Designs 


Plain and fancy designs, as well as 
trademarks, on the bottoms of shoes 
are readily obtained with the use of 
the Nurling Machine—Model A. The 
design wheel is heated by either gas or 
electricity and the desired pressure is 
obtainable by a foot treadle in con- 
nection with a hammering or pounding 
mechanism embodied in the head of 
the machine. The results of the op- 
eration tend to give a finished appear- 
ance to the shoe and an added feature 
of interest to the retailer. 





Chas. Cohen Changes Jobs 


LEXINGTON, Ky. (UTPS). — Chas. 
Cohen, formerly manager of the shoe 
department of Kaufmann Clothing Co., 
is now traveling for the Air Mail 
Shoe Company of Cincinnati. He cov- 
ers Mississippi, Louisiana and Arkan- 
sas. Mr. Cohen is well known in the 
shoe trade and he knows shoes as few 
men do. 
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Spring Trade Opens Up 
Well in St. Louis Stores 


St. Louis, Mo.—Business betterment 
is reported in the retail shoe trade, 
which for the past two or three weeks 
has been dormant. There is a tang of 
spring in the air and in the stores and 
a demand for spring footwear is being 
felt. Good business is expected from 
now until after Easter. 

Business for the month of March, 
with two-thirds of the month gone, is 
just about equalling last year’s busi- 
ness. A few report from 5 to 10 per 
cent increase. 

There is in some stores a decided in- 
crease in colors, with honey beige first 
choice in the call. One popular priced 
store reports their stock of colors well 
.depleted and states that orders are 
being placed for additional colored 
footwear. It is their belief that colors 
will have a good demand at least two 
or three weeks beyond Easter. 

Red kid is becoming more pronounced 
and those merchants who have sold 
them are enthusiastic about the re- 
sponse from the consumer. One store 
reports additional orders for this color 
and adds that its popularity will be 
shared by blue and green kid as well. 


Women’s Clothing Chain 
to Sell Shoes, Also 


Sr. Louis, Mo.—The Sardeson-Hov- 
land Company, operators of thirty-two 
ladies’ ready-to-wear stores in Iowa, 
Nebraska and Illinois, recently decided 
to install shoe departments. These de- 
partments will be owned and operated 
by the Harkreader-Sardeson-Hovland 
Company. Charles Harkreader, for- 
merly with the Sechler Shoe Store of 
Fort Scott, Kan., will head the com- 
pany and be in charge of buying and 
merchandising of footwear. Three of 
the stores will take on shoes at once. 
The balance will follow in due course. 
Peacock shoes will be featured. 


W. C. Vizard in London 


BrocKTON, Mass.—William C. Viz- 
ard, for several years plant foreman 
of the Barbour Welting Co., sailed 
March 18 from New York for England, 
where he is to open a new branch of 
the Barbour company in London. Pre- 
vious to his departure Mr. Vizard was 
guest of honor at several receptions 
and dinners at which he was presented 
appropriate gifts. The Barbour com- 
pany is opening the London plant be- 
cause of patent rights which now re- 
strict its foreign business. Mrs. Viz- 
ard will remain here with her family 
for the present. 


Schlesinger’s Remodeling 


OAKLAND, CaL. (UTPS)—The shoe 
department of Schlesinger’s, one of the 
largest department stores of this city, 
is to be remodeled and reorganized into 
one of the finest departments in the 
West, according to an announcement 
which names T. P. Hunter as buyer 
and A. J. Hildebrant assistant. 

Under the new arrangement the de- 
partment will be under the ownership 
of the Schlesinger store. 





Tew Succeeds Harry 
Hough as Goodrich Chief 


NEw YorRK, N. Y.—At a meeting of 
the board of directors of the B. F. 
Goodrich Rubber Company, this week, 
at their offices, 1780 Broadway, the 
resignation of Harry Hough was ac- 
cepted and James T. Tew, first vice- 
president, was elected to take Mr. 
Hough’s place. Mr. Hough will retain 
his position as a member of the board 
of directors and will act in an advisory 
capacity. 

James D. Tew’s rise to the presi- 
dency has been steady. He has been 
with the B. F. Goodrich Company since 
he entered the factory at Akron in 
1906. Within twelve years, he was 
appointed superintendent of the tire 
division of the entire plant. He was 
made assistant work manager in 1925 
and a year later was advanced to the 
position of works manager, which he 
held until he was elected first vice- 
president after the death of B. G. Work 
last year. A few months later, Mr. 
Tew was made general sales manager 
in addition to his duties as first vice- 
president. 

Mr. Tew was born in Jamestown, 
N. Y., May 2, 1882. He prepared for 
college in the Jamestown schools, and 
later at St. Pauls, Concord, N. H. He 
entered Harvard University in the fall 
of 1901 and was graduated from there 
with degree of Bachelor of Science in 
Mining. 

At the meeting of the board, T. G. 
Graham, works manager, was elected 
first vice-president, and T. B. Tomkin- 
son, comptroller, and V. I. Montenyohl, 
treasurer, were elected to fill existing 
vacancies on the board. 


Wholesale Shipments 
Show Slight Increase 


St. Louis, Mo.—Business in the 
wholesale district is apparently holding 
up well, with pressure being exerted 
to maintain the volume. Shipments 
show an excellent record and for the 
most part reports indicate a betterment 
over a year ago. 


not up to expectations. One of the 


largest houses, on the other hand, re- | 


ports a good gain in shipments for 
February. 

The specialty houses are running 
better than fair, although not to 


capacity. The outstanding ones report | 
their volume slightly better than a 


year ago. 

Patent leather is being bought by 
merchants, according to the reports 
from the style departments. 
the larger factories reports that 60 to 
70 per cent of their orders are for 
patent leather footwear. Sandals are 
reported as big. 


A Correction 


In our issue of March 10, in an ad- 
vertisement of the Cahill Carton Com- 
pany, an incorrect date of issue of the 
company’s basic patent was printed. 
The correct should have been Sept. 1, 
1925. Other patents are pending. The 
name of Walter B. Yost. sales man- 
ager, with offices at 761 Drexel Build- 
ing, Philadelphia, Pa., also was inad- 
vertently omitted from the advertise- 
ment. ‘ i 


WHERE TO BUY 


Shoe Price Ticket Holders 





POLLY CLIP 
For Shoe Price Tickets 
TILTS AT ANY ANGLE 
Small, neat, everlasting. Now used by 
first class shoe stores. Gross $5. Half 
ee =. Check with trial order. 
unsa 


TERE E 
M. D. POLLINGER CO. 
416 Victoria Bldg., St. Louis, Mo. 
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WHERE TO BUY 
Ballet Slippers 


a ei i eh i ele lie li 





BALLET SLIPPERS 
Made on Right and Left Lasts 
wi Miss. Childs 
No. 600 Black Kid..1.45 1.40 1.35 
No. 604 White Kid..1.75 1.7@ 1.65 
Ceast Prices Slightly 
BROOKS SHOE 


MFG. CO. 
Philadelphia— 
1725 No. 6th 8t. 
Los Angelesp—1162 So. Hill 8t. 








Orders, however, are | 





In Stock Black Bal- 
let Slippers 


Ladies’ $1.25 pr. 
Misses’ 1.20 pr. 
Childs’ 1.15 pr. 


BLOG SHOE CO., INC, 
147 Duane st., 
New York, N. Y. 














One of | 





BALLET SLIPPERS—IN STOCK 
ef the unusual kind 

B102 Bik. Kid Hand Ture 

Seft Tee 


SCHWARTZ & HERDER, Inc. 
Specialists in Ballet Manufacture 
241 No. 1ith St., Philadelphia, Pa. 
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WHERE TO BUY 
Slipper Supplies 





POMPOMS AND ROSETTES 
The right merchandise at the right 





Aampics seni on request. 
_HY-GRADE SLIPPER SUPPLY ory 


Broadway New York 
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WHERE TO BUY 
Shoe Buckles 


Ch 6 8 8 hh Fh 8 


Trirart & De ALTERIIS 


Importers and Manufacturers 
OUT STHEL we BEADED 


RHINDSTONE 


SHOE ORNAMENTS 
101-1038 West 37th Street, 
New York City 





Vv VEITH—_—-- V 
gE CUT STEEL— E 
IMITATION STEEL 
| BEADED i 
SHOE BUCKLES 
7. «€ iH. VEITH, INC. T 
H 9-11 East 38th, New York H 
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“Decidedly Different” 
Importers 


MAISON MANN, INC. 
formerly 


bpirhbhbbhiii 

tAaasAA+s*s*4/ 
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BAUER & MANN 
3 West 29th St., New York 4 
4 bp 4 by bn bn bn bn bn bn bn bn bn bn bn bb bn bn bp bn be 
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WHERE TO BUY 
Standard Shoe Materials 




















The Once 
Waterproof 





CREBSE & COOK CO. 
Tanneries at Danversport, 95 South St, Boston, Mase. 


West Virginia 


Made under the supervision of 
chemical and fibre experts. 
Pulp Product Department 
WestVirginiaPulp& Paper Company 
Detroit New York Chicago 














Colored 
Chrome 
Sides 











Do You Know? 
ent, zon ome Sap ax oot © thscna 
the ere to columns. This 


feature in its quick service is a time 
saver in meeting immediate needs. 











Senack Co. Opens Dep’t 
in Oppenheim, Collins 


CLEVELAND, OHIO (UTPS) — On 
March 24, the Senack Shoe Co. of St. 
Louis opened a new retail shoe depart- 
ment in the Oppenheim Collins & Co. 
store, 1007 Euclid Avenue. This depart- 
ment occupies about 2000 sq. ft. in the 
rear of the first floor and appears up- 
to-date in every respect, with indivi- 
dual chairs, an all-carpeted floor and 
modern fixtures. The carpet is of green, 
while the walls and general background 
are finished in a mahogany color. Shoe 
boxes, of grained design in a lighter 
brown, set off the walls in a pleasing 
way. A regular line of Senack shoes 
for women in prices of $6.50 to $12.50 
are carried. 

Ralph J. Steuber is manager of the 
department, with Harold Meyer as as- 
sistant manager. Mr. Steuber was 
formerly connected with the Senack 
Shoe Co.’s department at Sensen Bros. 
& Co. of St. Louis, later becoming as- 
sistant manager of their department 
in the Hasch Bros. store at Louisville, 
and finally serving for three years as 
manager of the Harry Katz shoe de- 
department in Oklahoma City. Mr. 
Meyer was formerly assistant mana- 
ger of Sensen Bros. shoe department, 
St. Louis. 


Manning-Armstrong 
Opens New Store 


HARTFORD, CONN. — Manning-Arm- 
strong recently opened an attractive 
new shoe store at 97 Pratt Street. The 
principles consist of the four Manning 
Brothers—F, T., C. W., C. A., and 
D. R., with other stores in Waterbury, 
Meriden, and New Britain, Conn.; in 
Pittsfield, Mass.; in Troy, N. Y., and 
in Reading, Pa. These boys were at 
one time connected with Walk-Over. 
Joseph N. Armstrong, the other prin- 
cipal in the local firm, was formerly 
connected with the Reading, Pa., store 
of the Manning Brothers. 








New Bargain Basement 


OAKLAND, CAL. (UTPS)—A new bar- 
gain basement, carrying ready-to-wear 
hats, shoes, etc., has been opened in the 
Golden Gate, a large department store 
in this city. Ray Morowit, manager of 
the shoe department, states: 

“There isn’t a bargain basement any 
other place on Broadway, specializing 
in children’s and ladies’ shoes. One of 
our main features will be specializing 
in the care and fitting of children’s 
footwear. In ladies’ shoes we are han- 
dling mostly short vamp shoes. 





Sees Big White Season 


New Bern, N. C.—Harry M. Jacobs, 
operator of three good family shoe 
stores in Eastern Carolina, has the 
summer of 1928 doped out as a big 
white season. A careful study of the 
community’s needs, as served by his 
stores, has convinced him that, regard- 
less of extreme light colors, basket 
weaves and other warm weather foot- 
wear, at least seven out of ten of his 
women customers will need and buy 





white shoes right after Easter. 

















Hanan Opens New Store 


Boston, Mass.—Hanan & Son, retail 
shoe merchants, have recently opened 
another store here, at Temple Place. 
Frank P. Leahy, who has been affiliated 
with Hanan for 21 years, is in charge. 
Mr. Leahy divides his time between 
this store and the Tremont Street store, 
of which he is also manager. The new 
establishment has an attractive front, 
built on the French style of architec- 
ture. The interior is similar to that of 
the Tremont Street shop, with side wall 
baiconies, on which extra stock can be 
carried. The wood work is finished in 
walnut; there are individual chairs, 
fawn colored cartons, and a blue velvet 
carpet; artistic chandeliers give the 
indirect system of lighting. 


“Cottage Shop” Open 


MINNEAPOLIS, MINN. (UTPS)—The 
Cottage Shoe Shop is the newest Twin 
City shoe store. It was opened today 
by W. C. Bohrer, formerly manager of 
the Tom McAn store at 704 Hennepin 
Avenue. The new store is at 610 Hen 
nepin Avenue and is operated under 
a low overhead. The Cottage is an 
exclusive $5 men’s store. The Free- 
man shoe ie handled and other lines 
will be added. Hosiery is included in 
the store stock and a pair was given 
with every $5 purchase opening day. 
Mr. Bohrer has been selling shoes in 
the city eight years. He was first with 
_— Inc., and later sold Emerson 
shoes. 


New Shoe Stores 


C. & D. Brown-Bilt Shoe Store, 106 
North First Street, Harlingen, Tex. 

Hanan & Son Shoe Store, 170 Peach- 
tree Street, N. E., Atlanta, Ga. 
(Frank M. Stevens, gen. mgr.; C. D. 
Kimbro, manager of women’s shoe de- 
partment.) 

The Sardeson, Hovland, Harkreader 
Co., Quincy, Ill.; Waterloo and Ot- 
tumwa Iowa. (This company will op- 
erate in all about thirty-two shoe de- 
partments in the Sardeson-Hovland 
Co.’s stores in Iowa, [Illinois and 
Nebraska. Charles Harkreader of St. 
Louis is in charge of buying.) 

The Fashion Bootery, 331 Market 
Avenue, North Canton, Ohio. 

C. H. Reed & Co., Inc. (Guarantee 
Shoe Store), San Angelo, Tex. (now 
has five stores in chain.) 

Kaufmann-Looby Co., 627 Penn Ave- 
nue, Pittsburgh (high-grade shoes for 
misses and matrons, third floor shoe 
department, in charge of W. Latz of 
New York.) 

Intrater Shoe Co. shoe department in 
Bedell’s, Providence, R. I. 

Cantor & Schindler; 820 Kings High- 
way, Brooklyn, N. Y. 

Intrater Shoe Co., shoe department 
ground floor Bedell Store, Providence, 
R. I. (Max Intrater in charge.) 

‘Gaines-Nettleton Co., Inc., Claypool 
Hotel, Indianapolis, Ind., to open 
April 1. 

Martin-Keefe-Bray Co., Whitewright, 
Tex., shoe department. 

William R. Mason, 5508 Connecticut 
Avenue, Washington, D. C., children’s 
shoe store. 
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AHUMPTY-DUMPTY 


SHOES 
AGAIN 
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Mother always said they 
were best for little folks— 
lots of room for the toes 


and all that sort of thing. 


Sturdy Welts and Stitchdowns for Boys and Girls. I do know they sate ae 

1 ee aad a ot Gun te ee fortable. Daddy likes them 

smartly sty ed and made o the finest materials in true because they wear. ’Cose I 
ennsylvania manner. An established and well known 


: ; 7 : : don’t care if they wear— 
line which endears itself to children and parents alike. but they do look so pretty 


In the future Humpty-Dumptys will be made exclu- all the time. Anyway—I’d 
sively by the Willits Shoe Company. The recognized rather have ’em and I’m 
quality which has been maintained for the past ten glad Mr. Shoeman has 
years will be the rigid standard of the future. Mer- Humpty-Dumptys again. 
chants who handle Humpty-Dumptys will receive every 
possible cooperation from the manufacturer. 








TRACE MARK 


Stock #2851—Griess Pfleger’s 

Honey Beige trimmed with 

Griess Pfleger’s Honey Beige 
Hippo Grain. 


Stock #2755—Patent Chrome 

with Patent Iguana Panel, 

three eyelet tie made 81/11 
and 1114/2. 


WILLITS SHOE COMPANY — Aalifax. Pa. 
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A Simple and Accurate Stock Record 












RECORDER STOCK RECORD SYSTEM ail One hour a week 
ET “| keeps your rec- 
ords complete. 


Every sale and 
purchase re- 


corded. 


DESCRIPTION 


Visible daily turn 
over and sales 
report. 


$5.50 


West of Denver $6.00 

Canada and Foreign Countries $6.50 
postage paid; sent 
on receipt of your 


check. 


Send for your 
copy today; it will 
prove an inval- 
uable aid in keep- 
ing you accurately 
informed from 
day to day. 


| WESTERN SERVICE DEPARTMENT 


Boot and Shoe Recorder 


189 WEST MADISON STREET : CHICAGO, ILLINOIS 
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ALPHA 


Daintiness... — vealiee 


BrusgvE masonry has no regard for stylish slender heels. 
Improperly attached wood heels become loosened or lost 


when suddenly wrenched. 


4] The picture isn’t an unusual test. It denotes the security Farsighted retailers 
? forestall vain regrets 


and ruggedness obtained by using GAC ALPHA Woop Hee: by insisting on the 
Screws. Their exceptional holding power sets the heels true use of Alpha Wood 
d risid. Unvield; | k h ° " one Heel Screws by the 
and rigid. Unyielding leverage keeps them in exact position eect -<spnncethes. dir 
—gripped to the heel seat. The defiant roughness of paving important little detail 

°° ° that will safeguard 
and crosswalks meet surprising resistance, because yanks and sour onstemer ond 


twists cannot “start” wood heels attached with help create good will 
AtpeHaA Woop HEEL Screws. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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ALL DISPLAY SPACE 








7c. per word. Minimum Charge $1.25 


Five dollars per inch. Allow 45 words to an inch 


Classified .and Opportunities Department 


RATES AND OTHER INFORMATION 


i Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
, ¢ Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 

POSITIONS WANTED When advertisers desire answers to come in our care 
4c per word. Minimum Charge 75c. twelve words must be allowed for address. When ad- 
LINES WANTED nS vertisers desire replies forwarded direct to their address 
4c per word. Minimum charge 75c. each word of their address must be counted in the ad- 

ALL OTHERS vertisement and paid for accordingly. 





Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 



































SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 

















SR py ye 


SALESMEN 











particulars with applications. 
lowa and Eastern Nebraska 
Missouri and Kansas 






hte hei beabiesten aoe 





Missouri and Kansas 








‘ Oklahoma and Texas 






i Cedar Grove, 








The following territories open for experienced salesmen with established 
following. Can be carried with high grade non-conflicting line. Give full 


South Dakota, North Dakota, Montana and Wyoming 


Colorado, Utah, Arizona and New Mexico 


CEDAR GROVE SHOE MFG. CO. 


WANTED 


Wisconsin 





SALES 
REPRESENTATIVE 
WANTED 


Well equipped, up-to-date men’s shoe fac- 
tory, well financed, is looking for an 
experienced sales representative to handle 
the entire output. No financing neces- 
sary, except that salesman must work 
on a straight commission basis, with 
opportunity to share in profits and ulti- 
mately become identified with the firm 
on a partnership basis. Only a live-wire 
need apply. A wonderful opportunity for 
a man who is looking for future inde- 
pendence. For further particulars address 


D-411, 
care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 

















WANTED— 
SALESMEN 


for live side line of boys’ popular priced 
Calf Skin and Kips. IN STOCK. oung 
men’s advanced styles in boys’ shoes that 
appeal and repeat. One case—14 samples. 
6% on sales and mail orders. Exclusive 
sale to men with established trade travel- 
ing by auto in following territories: 


(Correspondence strictly confidential.) 


Virginia—Maryland—Delaware 
Kentucky Alabama 
Tennessee Missouri 
North and South Dakota 


Address D-408, care Boot and 
Shoe Recorder, 189 West Madi- 
son St., Chicago, Ill. 



























SALESMEN : 


With established trade. States— 
MINNESOTA, IOWA, NE- 
BRASKA, TENNESSEE, ALA- 
BAMA, MISSISIPPI, LOUISI- 
ANA. Up-to-the-minute line of 
Women’s Novelties, McKays and 
Welts, to retail from $4 to $6. 
Every style carried in stock in 
quantities and widths. Liberal 
commission arrangement. Will 
consider applications of men who 
carry another non-conflicting line. 


Address D-403, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 











Successful Men’s 


Shoe Salesmen 
to represent Middle West 
manufacturer of men’s me- 
dium priced quality shoes. 


Territories: Illinois and Indi- 
ana, and one Western terri- 
tory. Possible changes in two 
other territories. 

Address D-404, care Boot and 


Shoe Recorder, 207 South St., 
Boston, Mass. 




















RARE OPPORTUNITY :—We are changing 





representatives in the following states in 
which we have established trade: North Caro- 
lina, South Carolina and Missouri. Want men 





to carry our line of In-Stock leather house 
nc as side line. Must live on territory 
and cover same close by auto. Give full particulars 
in first letter. No drawing account. Weekly 
settlements against orders received. Twenty 
men now successfully selling line. Easiest sell- 
ing commodity in shoe game today. Maid-Rite 
Corp., (Manufacturers), 35 York Street, Brook- 
lyn, N. Y. 
























SIDE LINE—A rare opportunity for live 

wire salesmen to make big money, non- 

conflicting side line, pocket sample. A very 

high class proposition. Address D-402. care 

— and Shoe Recorder, 207 South St., Boston, 
ass. 















SALESMEN WANTED with established trade 

in Alabama and Mississippi, Virginia and 
West Virginia, Minnesota, orth and South 
Dakota, Montana and Idaho, Utah and Wyom- 
ing. Fast selling line women’s novelty McKays. 
Liberal commissions. Good opportunity for live 
wire salesmen wanting profitable permanent 
connections. Address Shu Stiles, Inc., 1330 
Washington Ave., St. Louis, Mo. 





ALESMAN WANTED:—We have an open- 

ing in several states for a side-line salesman, 
carrying our line consisting of a general line 
of shoe novelties and spats. Applicants must 
submit references with their first letter. Ad- 
dress D-409, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





SALESMEN WANTED to carry our line of 
Sentry Shoe Trees, commission basis. Gold- 
smith Mfg. Company, Providence, R. I. 








LINE WANTED 


IDDLE WESTERN Wholesaler, with esta 

lished Men’s business, wishes Women's 
McKay Novelties, on consignment basis, |! 
sales opportunity. Address D-405, care Bx 
— Shoe Recorder, 207 South St., Bosto: 
Mass. 





- =H 





LINE WANTED: — Experienced Salesn 
road and retail, has conducted clothing a 
shoe store of his own for past ten years. Now 
39 years old. Married. Wants nation: 
known line of men’s or ladies’ shoes for Kansas 
or Oklahoma territory. Can furnish gilt edge 
references as to character and _ ability. A 
worker of the old school. Wants to connect 
permanently. Address D-406, care Boot 1 
Shoe Recorder, 207 South St., Boston, M 


POSITION WANTED 














E have a few very desirable territories open 

in the South and Southwest. Fast selling 
line of women’s “red-hot’? novelty shoes, “In 
Stock” to retail at $4, $5, and $6. Strictly 
commission basis. A wonderful opportunity 
for real producers with establish trade. 
Wm. Marks Shoe Co., 1406 Washington Ave., 
















St. Louis, Mo. 














POSITION WANTED: —BUYER AND 
MANAGER, with ten years’ experience, 
desires new connection. Good past record. 
35 years old and married. Address D-407, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 
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POSITION WANTED 





WANTED TO PURCHASE 











EXECUTIVE 
POSITION 
WANTED 


I have been associated with a well-known 
shoe manufacturing concern in New Eng- 
land for the past ten years. Owing to 
the recent death of the owner, the estate 
has decided to liquidate the business. I 
have had wide experience in office man- 
agement, accounting, and general produc- 
tion. Also have wide acquaintance with 
leading mail order house buyers. Am 
looking for a position with shoe manu- 
facturing concern of good standing. Best 
of references furnished. 


Address D-412, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 











POSITION WANTED—Buyer for women’s 
shoe department desires to make change. 
Knows the popular and better priced game 
thoroughly. esires department store or chain 
organization connection—best references. Ad- 
dress D-413, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








FOR SALE 





OR SALE—Established Shoe Business in 
one of the best cities in Iowa. Population 
11,000, low rent and wonderful opportunity for 
the right party. Address D-400, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


OR SALE SHOE STORE—In business 20 
years. Good manufacturing town, 12,000 
population. 20-year lease, $40.00 per month. 
Best location in town. Newly remodeled. 
Doing good business. Will sell reasonably. 
Other business reason for selling. Inquire 
G. W. Grubb, 122 South Broadway, New Phila- 
delphia, Ohio. 


FOR SALE—Small upstairs family shoe store 
in town of 35,000. Splendid location in 
heart of town. Priced low. Ill health forces 
to sell. Address D-410, care Boot and Shoe 
Recorder, 189 W. Madison Street, Chicago, 
Illinois. 














FOR LEASE 


LEASED DEPT. SPACE available in cloth- 
ing store for men, women and boys located 
in Eastern Ohio town of 40,000, in own three- 
story building, modern front. Long established 
store doing half-million annually with strong 
credit rating. Being leaders in their field their 
prestige would do much to put over new shoe 
department. Address D-401, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 











HOTELS 





/ATLANTIC CITY N.Z 
Styles may come and styles may go—will your 


HIGHEST CASH PRICES 
PAID 


for shoe stocks, slow sellers, etc. Short term 
leases taken over. Transactions confidential. 
Est. 1890. 
MAX GLAUBERG 
436 Grand St., New York City 
Dry Dock 0352. 











Sell Us Your Left Over 


New York Export Purcuasine Coarp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 











CASH PAID 


tor entire shoe stocks or surplus stocks ef 
shoes or other mevehnnsiee. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Ine. 


622-624 Broadway, New York, N. ¥. 
Phone Spring 1448 

















MERCHANT NEEDS 
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$1.45 Each 


According to Size 








American Walnut Finish 


Immediate Delivery 


THE OSCAR ONKEN CO. 
611 West 4th St. 
CINCINNATI, OHIO 











EVERY 
KNOWN TYPE 


DISPLAY FIXTURE 


CATALOG B°5 


MERCHANT NEEDS 

















What Royal 
Waterproof 
Leather Dyes 


and Renewers 
Will do to the 
Leather for Shoes. 


It will make the leather waterproof; and 
give a fine sting lustre finish to the 
leather. . just clean with water. 
The leather will not break or crack, and 
the shoes will not burn your feet as the 
pores of the leather stay open. You will 
save a great deal of time and labor through 
applying the dyes to the leather. 

We make four different compounds of water- 
proof Black and colored dyes. 

In Patent, Glazed, Gold Lacquer finish and 
all general leather dyes for the trade—all 
waterproof 


Sample bottle 30c any compound. 


EMIL RUBLACK 


Office and Salesroom 
140-142 West Broadway 
New York, N. Y. 
Established 1903. 


Laboratory and works, 
Bergenfield, N. J. 


OME H-W chairs are in 
keeping with the most 
luxurious shoe store ap- 
pointments. The consult- 
ing service of our experts 


Debtnere, Md.; Boston, Mass.; Buffalo, 

N. Y.; Chicago, IIL; ; Kansas City, Mo.; 
Los Angeles, Cal ; New York, N.Y.; 
Philadelphia. t.Louis,Mo.; Port-, 
ind, Orego: ne mm Calif, 
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LABELS 


anéd 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


369-27) LEXINGTON AVE, BRODKLYM, w¥ 
AMERICA’S GREATEST 
SHOE CARTON & LABEL MPCs 

















st pli ii 
sacrestaceceests 
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MERCHANT NEEDS 














=—S 
The CAHILL CARTON 


THE CARTON THAT OPENS IN 
THE FRONT 
BEAUTIFUL COLORS 
ANY SIZE 
SHIPPED KNOCKED DOWN 


Write for Samples and Details 


HARRISBURG, Pa. 


HARRISBURG, PA. 








Milbradt 
Ladders 


Made for 40 years 
by the original in- 
ventors. 

Made in all styles 
to suit any shelving 
condition. 

Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 
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HOLFAST 


The Wonder Buckle 
Holder! 

















Inquire Your Jobber or Direct 


Deauville Import Corp. 
45 W. 34th St. 


AVINDOW 
DISPLAY Fi FIXTURES 


SEGALLE § SONS 


923 ARCH ST. 
PHILADELPHIA, PA. 














PHI LADELPE IA 


“Yhe date of discrim 
inating Philadelphians 
and particular travelers’. 


Jamous for its 
courteous service and 
homelike environment. 


Centrally Located 
BROAD at WALNUT 


J.M. Rosinson, Manager 
Affihated Hotels 
WALDORE-ASTORIA NEW WILLARD 

New York Washington, 0C. 


‘land, Ohio. 














Now Spring—Then Summer 
at the 


ST. CHARLES 


On the Boardwalk — Atlantic City 
OU’LL have a new sort of enjoy- 
ment during these seasons which 

form a considerable, mild and balmy 

slice of the year. 











March 31, 1928 


Goldberg Opens Dep’t 
in Rose Marie Shoppe 


CLEVELAND, OHIO (UTPS)—Meyer 
Goldberg, operator of the Golde shoe 
stores in Cieveland, has opened up a 
shoe department in the basement of 
the Rose Marie Shoppe, Inc., 522 Eu- 
clid Avenue. This brings his chain of 
stores up to eight, all carrying popular- 
priced merchandise. The new depart- 
ment, as well as the other downtown 
stores, feature prices of $2.90 and $3.90 
in the more novel and youthful lines 
of footwear. 

The new department occupies about 
half of the basement, the other half be- 
ing devoted to millinery. About 750 
sq. ft. of space is given over to shoes 
at this specialty store. Mr. Goldberg 
uses the open plaque method of dis- 


play. 


Saad Brothers to Open 
Third Branch Store 


SPOKANE, WASH. (UTPS)—Saad 
Brothers, ‘featuring popular priced 
shoes and repair service, announce the 
leasing of quarters for a thoroughly 
up-to-date salesroom and repair sho) 
at W621 Riverside Avenue, the center 
area of the city’s main business street. 
The location, now occupied by a drug 
firm, is to be remodeled and outfitted 
at a cost of upwards of $25,000. The 
tentative opening date is May 1. 

It will be the third store of the two 
brothers in the business section, one 
being in the building owned by them 
adjoining the city hall and held as a 
realty investment. 


Petot Has “Style Stage” 


CLEVELAND, OHIO (UTPS)—A new 
style stage has been erected in the cen- 
ter display window between the two 
entrances of the Petot shee store, Cleve- 
The stage is made up of 
two large pillars with an archway 
above and a raised platform below 
where several pairs of shoes may be 
presented at the same time. The style 
stage is finished off in an attractive 
cream color and will be used to depict 
the new arrivals and latest creations in 
Petot shoes. Fancy green drapes hang 
as a background to the miniature stage. 


Marott Awards Trophy 


INDIANAPOLIS, IND. (UTPS)— 
Charles L. Smith of Indianapolis w:s 
awarded the Marott Trophy at Hot 
Springs, Ark., at the annual meet of 
the Indiana Hot Springs Club. Mr. 
Smith is credited with the highest score 
for the past three successive years 
in the Indiana Golf Club which has met 
at Hot Springs for the past ten years. 
The trophy awarded Mr. Smith 
valued at $1,800 and studded with da- 
monds. It was recently on display : 
the Marott Shoe Store in Indianapo!is, 
and was presented to the club Dy 
George J. Marott. 
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‘ ® HE representative of the Largest and 
Representing T Best Shoe Factories of the Czechoslo- 


the largest vakian Republic 
and best will arrive in New York about the middle of this year with the 
very latest styles of: 
Shoe Flexible leather sandals and children’s shoes 
F ° Braided shoes, sandalettes and hand turned ladies’ de luxe 
actories po 
f the While the quality is A-1, the prices of these products are beyond 
o the reach of competition in the world’s markets. As only a re- 
‘ stricted quantity can be furnished, the interested parties will kindly 
Czechoslovakian send in their address at once to “Summer Season 1929,” D399, c/o 
‘ Boot & Shoe Recorder, 207 South Street, Boston, so that samples 
Republic © may be submitted without obligation 


Modern Styles—Quick Sellers 
Specialists | 
in P 
es Our latest creation—Patent leather —< 

















with Python quarter. Send for 
$3.00 


to 


samples of this and other quick sell- 
ing popular priced styles. 


$6.00 
Retailers LAZARUS FRIED & SONS, Inc. 


120 Duane St. New York City 








Can You Speak the Language 
of Your Business? 


Do you know the meaning of all the terms used in the shoe and leather trade? Can 
you make a good impression on a customer by calling things by their correct names 
and answering questions in an intelligent manner? 


mo — 
o7;1 < 


aden = & 
<<—S pri 


-RSs4+0O @ 


If you can't—you need the 


“Shoe and Leather Lexicon”’ 


An authoritative dictionary of the terms used in the shoe and leather trade. The price 


of the Lexicon is 
50 Cents 


(Cash with order) 


Boot and Shoe Recorder Publishing Co. 


207 South St. Boston, Mass. 








The Boot and Shoe Recorder 


Serves in 


Getting More: Shoes Sold Right; not only “more” but “right’’; sold 
for the right purpose, to the right wearer, in the right fitting, for the 
right ‘price, at the right profit. This is the great problem of the retail 
shoe merchants. The chief purpose of THe Boot aNp SHOE RECORDER 
is to help solve it; for this is the basic problem upon which depends 
the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 


In this Issue— 


Is JAzZ GOING OUT?...... javaeaee (ds WO osc ccekececies 41 
A Psychological Study of This 
Question and Its Relation to 





Shoes. 
TRICKY STRAPS COME BEFORE SAN- 

De hes cn aga) Sia Gia 64 60 Fashion’s Next Favorites ...... 42 
THE VOICE OF THE RECORDER....... Opinions of the Editor ........ 44 
UsinGc Your UNIT TRIMS.......... Step Arrangement Varied ..... 46 

Over and Over Again. 

MT PUOUETD oc occcccccccvcsece Good Advertising ............. 48 

Pick a Good Theme and Stick to 

It. 

Wuy Not TALK THEM INTO Payinc By Fred E. Kunkel ........... 50 


Telephone Collections. 
EvEN UNTO THE FOURTH GENERA- 





er re Ser en eee George W. Baker .....0ccccces 52 
The Art of Shoemaking Persists. 

i a Tee Whether They Buy or Not..... 57 

CHANGING NARROW FRONTS ....... Store Remodeling ............. 59 
Into Wide Ones. 

CO ee ea Display and Advertising ....... 61 
On the Craze for Bridge. ; 

WHo’s WHO ON THE ROAD......... By Helen M. Haney ........... 67 
News of the Travelers. 

SHOE MERCHANTS NEWS .......... Be eee eee rere 71 

SHoz MARKET NEWS ............- Among Manufacturers ......... 76 


OTHER REGULAR FEATURES. 


GETTING MORE 
SHOES SOLD RIGHT 


THE BooT AND SHOE RECORDER PUBLISHING Co. 
207 SoutH STREET, BOSTON, MASS. 
EVERIT B. TERHUNE, President 





a 








GEORGE W. R. HILL 
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SUBSCRIPTION RATES 
scription price of the Boot anp SHOE RecorpDeER is $3.00 for one year. which includes 
} A in the United States, its possessions, Canada, Mexico, Spain and its colonies and South 
America (excepting Venezuela and the Guianas. which is $6.00). 
FOREIGN SUBSCRIPTION—The price to all foreign countries except the above is $6.00 per 
year including postage. 
All subscriptions are payable in advance. Single copies 25 cents. 














t for change of address must reach us at least thirty days before the date of issue 
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the old one, inclosing if possible your address label from a recent copy. 
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Brown Shoe Co., St. Louis, Mo........... 10 





Burkley Shoe Co., Brockton, Mass......... 62 





Cambridge Rubber Co., Cambridge, Mass., 
Front Cover 
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4th Cover 
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Nunn, Bush & Weldon Shoe Co., Milwau- 
DE TEED. “Gircibe-60-050b4096 0002006600008 25 
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Next Week 


you will find 


in the 


Boot and Shoe 
Recorder 


O depend upon boom business 

for success is failure. To be 
able to prosper in moderate times is 
to succeed. These self-evident truths 
have a timely application now, when 
so many stores are merchandise rich 
and money poor. 

“Sell and repeat” is the keynote 
for April. Never was a selling idea 
of more dollar-value than right now. 
It is for the BooT AND SHOE RE- 
CORDER to express an idea and, by 
multiplication of that idea in many 
merchants’ minds, to move footwear 
onto the feet of the American public. 


CHILD triumphs by repeti- 

tion (like an advertisement), 
and we see ahead a summer with 
much promise of variety in chil- 
dren’s footwear, due to juvenile in- 
sistence. The child’s logic is “if at 
first you don’t succeed in getting 
pretty shoes, cry, cry again.” The 
chairman of the National Children’s 
Styles Committee will say in our 
April 7 issue, “The juvenile modern 
wants a new sauciness of style. If 
her eye is pleased, the shoe is 
bought.” Some new slants on the 
timely merchandising of children’s 
footwear. 
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Invisible MIDDLESOLE ‘Bottom iiller 


y N A 
















Illustration in oval shows 
cross section of McKay 
sewed shoe filled with 
INVISIBLE MIDDLESOLE 








INVISIBLE 
MIDDLESOLE 






























Y WiiRyss.III ge cries pa_ 


“UNIVERSAL” 
by eee 1 Shoe Co. 


t. uls 


STYLE~BUT NOT STYLE ALONE 


(Out Pedigo-Weber Shoe Company, outstanding manufacturers of 

women’s fine footwear, are using INVISIBLE MIDDLESOLE as a means 

of providing better wearing qualities and greater comfort in their < 
” STYLE CREATIONS 


additional talking points for your sales people — spe- 


Mr. Shoe Buyer — INVISIBLE MIDDLESOLE will mean 
cify that your manufacturer use it in your next order 


BECKWITH MANUFACTURING COMPANY 
eManufacturers of Uulco “Products 
STATLER BUILDING BOSTON, MASSACHUSETTS 


